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Big Campaign Planned to Swell 
Sale of Men’s Shoes 


F present plans materialize as 
| they are expected to, half a 

million dollars a year will be 
spent during the next three years 
in making the men of America shoe 
conscious and in lifting men’s shoe 
sales from the valley in which they 
now stagnate, at least to the peak 
which they enjoyed in 1914. In 
that year the average per man per 
year was 2.8 pairs. 

Meeting in executive session in 
Boston during Style Show Week, 
the board of directors of the Na- 
tional Boot and Shoe Manufactur- 
ers’ Association formally indorsed 
a report recommending this action 
—a report presented by the associa- 
tion’s special publicity committee 





consisting of Hovey E. Slayton of 
the F. M. Hoyt Shoe Co., as chair- 
man; Paul Jones of the Common- 
wealth Shoe & Leather Co., and El- 
mer J. Bliss of the Regal Shoe Com- 
pany. 

This report covered not only the 
broad objective to be aimed at, but 
indicated clearly how the money 
could best be raised and just how 
it should be spent after being col- 
lected. The necessary machinery 


to accomplish these purposes was 
also clearly outlined. 

In this connection it is well to 
point out that the committee which 
framed the report look upon the re- 
tail merchant’s part in the program 
The 


as of paramount importance. 


two principal objectives of the cam- 
paign, as outlined in the report, 
are: 

“(a) To create @ steadily increas- 
ing demand for men’s shoes that as 
soon as possible shall restore the total 
per capita annual consumption to at 
least 2.8 pairs.” 

“(b) To furnish the incentive and 
assistance to the retail shoe dealers 
of the country to concentrate on a 
plan of improved local advertising 
and store merchandising that will 
constitute the most efficient and pro- 
ductive effort they have ever made in 
connection with men’s footwear.” 

Later on the report again lays 
heavy stress on the important part 
which the retail shoe merchant will 
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play. “The opportunity of the man- 
ufacturers,” says the report, “to 
bring the retail dealers of the coun- 
try into a strong unified campaign 
to increase local business is by far 
the prime feature of this entire en- 
terprise.” 

Continuing along this line, the re- 
port says: 

“The campaign would make it an 
object to dealers to help popularize 
and definitely push the sale of dis- 
tinct types of shoes for distinct 
purposes. 

“It would educate heedless store 
salesmen to the exact tech- 
nical differences between 


pair sales, sales of shoes for occa- 
sions, sales of findings, etc.; man- 
ual for store salesmen on the gen- 
eral principles of correct fitting, 
courtesy to customers, etc.; manual 
for store salesmen containing popu- 
lar explanation of the various pro- 
cesses in shoe building and leather 
tanning; weekly letters to proprie- 
tors and department heads with 
suggestions as to how best to use 
the advertising helps; advance 
proofs of all general magazine and 
metropolitan newspaper advertis- 
ing; series of consumer booklets 
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recommendations. It has _ been 
deemed inadvisable to make any at- 
tempt to shame men into a change 
of their present shoe habits. Sound, 
tangible, credible reasons for buy- 
ing more pairs per year with just 
enough of the leaven of ridicule to 
impart sparkle, will be employed if 
the committee has its way. 
Recommended keynotes for the 
national advertisements comprise 
the following: 
Decent pride (not foppishness) 
in personal appearance. 
Real economy of having more 
than one pair in everyday 
service. 








summer-weight, winter- 
weight and other distinc- 
tive types of shoes, and give 
them the cream of the best 
arguments for pushing the 
sale ef each type. Here lies 
one of the best opportuni- 
ties for popularizing sum- 
mer-weight shoes and grad- 
ually bringing them into the 
straw hat class. 


sé HE campaign would 
inspire dealers to make 
more regular and efficient 
use of the local advertising 
material for consumers as 
furnished to them by the in- 
dividual manufacturers. 
“It would encourage deal- 





Arguments to Be Used in 
Men’s Campaign 


Decent pride in personal appearance. 
Real economy of having more than one 


pair. 


Health and foot comfort. 
Shoes for the seasons. 
Shoes for the purpose. 
Actual development in the art and sci- 


ence of building men’s shoes. 


Low cost for so important a feature of 


men’s attire. 


Real logic of men dressing their feet 
somewhere near as neatly as the rest 
of their persons. 
How neat shoes tone up even a mussy 


Health and comfort of the 
feet (minimizing perspira- 
tion and other troubles aris- 
ing from wrinkled, run-over 
and out-of-shape shoes). 

Shoes for the seasons (real 
consistency of wearing sum- 
mer-weights and _  winter- 





weights). 
Shoes for the purpose 
(business, dress, _ sports, 


dress-up, etc.). 


CTUAL development in 
the art and science of 

building men’s shoes (real 
facts about improved ap- 
pearance and wearing quali- 
ties obtained during the 
| past decade). 


ers to shape their own local suit. Low cost for so impor- 
newspaper advertising so as Reasonableness of “His” shoes at least tant a feature of men’s at- 
to take advantage of the na- approximating “Hers” in neatness tire. 


tional advertising con- 
ducted by the association. 

“It would tend to encour- 
age dealers who have not 
been aggressive in local newspaper 
advertising to take it up more 
actively. 

“It would force dealers to give a 
great deal more attention to their 
store windows and make the trims 
emphasize the keynote of the gen- 
eral campaign. 

“It would inspire salesmen to 
give a better quality of fitting ser- 
vice. 

“It would particularly induce 
salesmen to make double sales.” 

To accomplish its purpose of 
making it possible for the retail 
shoe merchant to increase his men’s 
shoe sales, the report recommends 
an expenditure of $100,000 per year 
for dealer helps of all kinds, plus 
prize contests to be conducted in 
the retail stores of the country. 

Among dealer help features men- 
tioned in the report are a manual 
for store salesmen, containing spe- 
cific suggestions of methods for 
selling men customers, including 
the best methods for making double 





and appropriateness. 


Real logic of men dress- 
ing their feet somewhere 














for distribution from the retail 
stores; special window signs; lay- 
outs of complete newspaper adver- 
tisements; electrotypes or mats of 
complete advertisements; electro- 
types of the adopted slogan for use 
in newspapers and on stationery; 
text for circular letters from deal- 
er to consumer; folders and leaflets 
for inclosure in the dealer’s letters 
and bills to customers; special cut- 
out displays with easel backs for 
window use in smaller towns; small 
“motto” signs; gum stickers for en- 
velopes; colored chart for outdoor 
advertising; motion picture film, 
radio talk, calendars and lantern 
slides. 


OR the direct local sales material 

the retail dealers will be asked 

to pay at least a portion of the cost. 

Much of the material, however, will 
be free. 

The general theme of the adver- 

tising itself also has been made 

the subject of equally concrete 


= near as neatly as the rest 
of their persons. 

How neat shoes tone up even a 

mussy suit. 

Reasonableness of “His” shoes at 
least approximating “Hers” in neat- 
ness and appropriateness. 

To accomplish all this it is recom- 
mended that there be incorporated a 
body to be known as the Association 
of Men’s Shoe Manufacturers, Inc., 
to be fully officered and staffed, with 
a hard working, intensely active 
executive manager in charge of all 
detail and responsible to an execu- 
tive committee which is, in turn, 
responsible to the general officers. 

Money for this far-reaching proj- 
ect is to be raised by assessment 
against the membership, of which 
the principals will be the shoe 
manufacturers and tanners (both 
upper and sole leather), stain and 
polish manufacturers, other find- 
ings, producers, shoe jobbers and 
wholesalers, rubber companies 
which manufacture footwear and, 
at only a nominal fee, the retail 
shoe merchants themselves. 


[CONTINUED ON PAGE 109] 
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r YRAFFIC congestion in the 
mid-town sections of our larger 
cities is giving the smaller 

merchants in the outlying districts 

a golden opportunity. Reports from 

many sections of the country ap- 

parently indicate that the time is 
ripe for the neighborhood store to 
build up a large business. This is 
contingent, of course, upon his offer- 
ing merchandise of the same quality 
and value as his downtown brothers. 

Where this has been done, the re- 

sults in many cases have been little 

short of astonishing. 

Take the case of Harmer & Dent, 
a new shoe firm composed of two 
young men who had served their ap- 
prenticeship in the trade in mid- 
Western stores. San Diego, Cal., is 
the scene of action. P. D. Harmer 
and R. C. Dent are the heroes of this 
little tale. In March of this year, 
with a small capital and plenty of 
nerve, they opened a shoe store at 
2936 University Avenue, San Diego. 
The location was far from the center 
of town, but these two young enter- 
prising citizens thought that good 
shoes could be sold there. They 
were right. When they opened up 
they had a stock of shoes worth 
$3,000 on their shelves. They turned 
this stock over the first month and 
discovered that their stock was too 
small, their store too small and their 
sales force too small. All three 
were expanded. A rear partition 
was moved farther back. Additional 
help was added and a $10,000 stock 
was put on the shelves, all in less 
than four months from the date the 
front doors were first thrown open 
for business. And the store is still 
growing. 

“We are making more room now,” 
says Mr. Harmer, “by running our 
shelving higher, and we are looking 
for a suitable location in which to 
open a second store. Then we pro- 
pose to go right on, opening more 
neighborhood stores carrying high 
grade shoes. We have learned that, 
owing to the heavy traffic in the 
downtown district, the people would 
rather buy in their own neighbor- 
hood.” 

Business has been growing so fast 
in the little store that Mr. Dent got 
the expanding idea firmly imbedded 
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Here is the Harmer & Dent neighborhood store in San Diego, Cal., 

where the stock of $3,000 worth of shoes was turned completely 

the first month and which grew to a $10,000 stock store in less 
than four months 


in his mind, and last month he 
joined the great class of married 
men. Mrs. Dent formerly was Miss 
Roma Riggs of Parsons, Kan., and 
she and Mr. Dent were childhood 
sweethearts in that State. 


Southeastern Wholesalers 
Show Gain in Sales 


ATLANTA, GA.—The current busi- 
ness review of the Federal Reserve 
Bank of Atlanta, issued in July and 
covering conditions in the South- 
east during May, shows another sub- 
stantial gain in the wholesale shoe 
business over the same month last 


year, making the seventh straight 
month wholesale shoe business 
gained over the year before, start- 
ing with November of last year. 
The gain in May, 1926, over May, 
1925, was about 10 per cent, the 
average gain for the first five 
months of this year over the same 
five months of last year being about 
14 to 15 per cent. Sales, however, 
were slightly less in May, 1926, than 
they were in April, 1926, as was to 
be expected. Accounts receivable by 
the shoe jobbers in the district were 
about 5 per cent larger than in May 
last year, while collections were 
nearly 20 per cent better than last 
year. 
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THE RECORDER CREED: Getting 
More Shoes Sold Right; not only “more” 
but “right”; sold for the right purpose, 
to the right wearer, in the right fitting, 
for the right price, at the right profit. 
This is the great problem of the retail 
shoe merchants. The pooe: purpose of 
“The Boot and Shoe Recorder” is to help 
solve it; for this is the basic problem 
upon which depends the progress of the 
entire allied industries relating to shoes 
and leather, their production and distri- 
bution. 








The Right Start 


NEW SPIRIT seems to have captured the shoe 

industry. Its birth was at the New England 
Shoe and Leather Exposition in Boston this past 
week. Its further development in all of the shoe 
markets of the country indicates a strong revival 
of shoe selling for fall. 
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Some one big urge evidently had something to 
do with bringing thousands of retail shoe mer- 
chants out of their shoe stores in the early days 
of July to go to the various shoe markets, and par- 
ticularly Boston, in search of this spirit for the 
fall selling season. 

It is the most difficult thing in the world to sense 
just what it is that makes many men come “of the 
same mind” at a given time. We understand the 
impulse of spring, because nature awakens, the 
earth is reborn after the winter and the impulse of 
all mankind is to brighten up. The particular 
feminine impulse is to dress up at that time. 

This year we had somewhat of a misplaced 
spring season. What was it, therefore, that sud- 
denly put an urge in many merchants’ minds to 
go to market and to purchase with great enthu- 
siasm the shoes of a fall season? Are we to have 
the four months period ending the year take on 
the characteristics of a real boom in shoe selling? 
Have the merchants collectively the country over 
caught the spirit that it is going to be possible in 
those four months to develop a real profitable shoe 
business to themselves on pleasurable shoes to the 





“What we need is to stabilize the style situa- 
tion to a point where there will be greater net 
profits made by the entire craft. I believe that 
now is the time for earnest effort by all the 
branches of the industry to turn the trick in that 
direction.” Otto Schultz, Schultz Shoe Store, 
Jefferson City, Mo. 








public, so that before the year closes the merchants 
can fee] that they have really made an effort to 
make a real profit in 1926? 

It must be something of that spirit that brought 
about this gathering of many men in market 
places at this time of the year to buy a greater vol- 
ume of shoes. 

In former years the fall has always been a sort 
of “mark time” period. Business slipped into an 
easy-going “buy-way.” 

Perhaps the merchant senses that we are in for 
a real winter. Perhaps he also senses the pos- 
sibility of two distinct seasons—a fall and winter 
season with different types of shoes than those 
sold in spring and summer. That would seem to 
be the real condition that has brought about this 
stimulation of buying. 

If this is true it means that we are going to have 
sharp and distinct clearances, moving summer and 
freakish types of shoes out of the way, to prepare 
for the time when shoes of a distinct fall and win- 
ter salability will come into the store to take their 
place. 
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It looks like a new line-up of seasons, a new line- 
up of shoes, a better taste in shoe selection by the 
public. To achieve this better selection the merchant 
has wanted the opinion of his fellows. He has come 
io market, talked with many men and studied his 
shoes more carefully than ever before. He hasn’t been 
so ready to buy on the sharp-shooting method. He 
has studied the families of shoes that he wants to 
have in his store and the types in each family. 

He is going to make his store-an orderly place 
with true style, rather than a disorderly collection 
of short lots and no sizes, only novelties, calculated 
to tickle the eye of the purchaser. There will be 
good style in the coming shoes. It is the temper of 
the times to have them in better taste. 

Perhaps the Boston gathering has been instru- 
mental in setting more minds in the direction of 
establishing a real fall season on shoes that are sea- 
sonable and salable because of their good taste 
and selection. 

We hope we have given you the picture of the 
new line-up for fall. A new order of things is com- 
ing through the understanding of style and the 
wisdom of having the fall of the year a strong pe- 
riod of shoe buying by the public. 

Now with shoes bought, the trade should pick 
an early date for a unified effort in merchandising. 
September 15 is none too early to make the first 
big effort for fall. It should be kept up right 
through December, with no let-up because of the 
holidays. The movement is well on its way. Do 
your part in helping it along to your prestige and 
profit. 


Who Knows Shoes? 


RY this if you want an awakening to the fact 
that the public knows nothing of shoes. 

Take a pair of light McKays, made to sell at 
about $5.85, copied from some fine, hand-turned, 
bench-made, elegantly fashioned shoe. Say it is 
a plain black patent with a small piping of red kid. 

Then take the original from which the imita- 
tion was copied and set it 
down beside the cheaper 
shoe. Stand off 10 or 12 
ft., close your eyes, ask 
someone to shift the shoes, 
and then see if you can 
at a distance tell one from 
the other. 

Place those two shoes 

in your window a little 
ways back from the glass. 
Put a $5.85 price tag on 
both. Stand off and see if 
you can distinguish the 
cheap from the high 
grade. 
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Ten to one you cannot differentiate. Then, ask 
yourself, if a shoe man cannot do it how can the 
public? ‘ 

It is pretty hard to make a woman believe that 
one of those shoes is worth $15 and the other only 
a little over $5. It takes a lot of explaining. Of 
course those who really know values and appre- 
ciate fine things, after close inspection would value 
the cheaper shoe at its real worth and place a true 
estimate upon the better one. 

But, it is the woman who does not discriminate, 
who values things according to price, that shoe 
men must reckon with. 

Women are beginning to ask: “Why should I 
pay $15 when I can get the same shoe for $6?” 

It is almost time the shoe trade was beginning 
to tell them why. 


| Our Style Chart 


E are publishing two sections in addition 

to the regular book this week. They are 
entitled “What Every Well-Dressed Woman 
Should Wear” and “What Every Well-Dressed 
Man Should Wear.” 

We are endeavoring by these special sections 
to aid the merchant to portray types of shoes for 
fall. Perhaps a little more order in business 
will come through their use. We hope so. They 
are a first attempt in the direction of giving to 
the public the findings of the National styles 
committees as promulgated for the trade in a 
group, and which we now carry on to the public 
as a guide in the selection of fall footwear. 

The retail shoe merchant, as the selector of 
footwear for his community, can find ways and 
means of using these charts in selling the va- 
rious types of footwear. They are certainly an 
effort in the right direction. Let us hear what 
you think of them. 


























Plenty of Money Left 


T a big race meet, where a famous horse was 
running, the women went quite mad over bet- 


They mobbed the bookies. 
Hundreds of them 
swarmed around with 
hands filled with money. 
A veteran shoe man 
watching the mad rush of 
the feminine gamblers re- 
marked: “We don’t get 
enough for our’ shoes. 
These gals have too much 
money to bet with. We 
ought to take more of it 
from them.” He said a 
mouthful. If the dears 
insist upon such extrava- 
gance why not take more 
‘of their coin? 


ting on the favorite. 
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Foot Health and Its Relation 
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to the Shoeman 


ECENTLY my attention was 
R= to certain statistics re- 

garding the physical examina- 
tion of students at the University of 
Illinois in connection with their 
military training. 

While we are all more or less 
familiar with the alarming indict- 
ment contained in the army’s review 
of examinations for the draft in the 
late war, which showed a tremen- 
dous majority of prospective soldiers 
afflicted with some form of foot 
trouble, these new figures are in- 
teresting and arresting. 

The examinations conducted at 
Champaign, IIl., the seat of the 
larger schools of the university, 
during the month of last September 
revealed that of 3900 students ex- 
amined 599, over one-sixth, were 
refused admission to the cadet corps. 
Of the total rejected 190 failed be- 
cause of defective sight. The sec- 
ond highest classification was for 
flat feet, and here 103 were counted 
out. The other defects, far below 
in totals, were for underdevelop- 
ment, heart weakness, color blind- 
ness, hernia, overweight, etc., some 
of which were capable of correction. 
But three of them—heart weakness, 
flat feet and color blindness—meant 
“out” for the student so afflicted. 

There is something pathetic about 
these figures. Here we have intelli- 
gent young men, the flower of the 
race, eager, willing, ambitious to 
make a success in life, willing to 
serve their country whenever she 
calls, being put aside as “unfit.” 

When we consider the second 
cause of rejection—flat feet—the 
figures do not tell the whole story. 
For it must be remembered that be- 
fore a flatfoot condition is reached 
(that is, where there is a complete 
breaking down of the arches or foot 
structure) there first must be stages 
of weakness which, as far as mili- 
tary service is concerned, unless 
they are corrected, are almost as 
serious as downright flat feet. 

How many of the students at 
Illinois of the 3900 examined had 
weak feet, the preliminary of flat 
feet, the figures do not state, but 





By Dr. Wm. M. Scholl 





“Often in public welfare work,” 
says Dr. Scholl, head of the 
Scholl Manufacturing Com- 
pany of Chicago, “there is a 
call for sacrifice in time, labor 
and money that never is repaid. 
In the propaganda for better 
feet, however, there is no such 
condition. For as soon as a 
shoeman particularizes on fit- 
ting and couples his service 
with the idea of relieving and 
preventing foot troubles, he 
finds his store revenue and 
prestige materially increased.” 








those of the late draft revealed the 
law of averages to be that of seven 
out of ten persons suffered with 
some form of foot weakness. 

I think we may well thank our 
government for revealing such con- 
ditions as those uncovered in these 
student examinations. For they 
bring forcibly to the attention of 
shoe men, persons who deal with 
feet more than anyone else, some- 
thing that too often reflects, and too 
often unjustly, discredit upon them. 

Not all foot troubles are due to 
footwear, of course. Many of them 


are the result of incorrect habits of 
standing, walking, diet, lack of exer- 
constitutional 


cise, diseases, etc. 








Occupations and extraordinary uses 
of the foot, for instance in certain 
industrial pursuits, largely con- 
tribute to the great total. 


UT to the shoe man—the man 

who is immediately and in daily 
contact with feet—if he thinks 
about the matter at all, there is 
given the opportunity to go farther 
than anyone else in remedying this 
serious state of foot disability. Too 
often, as all shoe men readily admit, 
foot troubles have been due to mis- 
fitted shoes, one cause that, if proper 
attention is paid to the feet, will 
disappear. For if all persons who 
fit shoes, as medical writers repeat- 
edly have pointed out, would study 
the feet, such things as fallen 
arches, weak ankles and the kindred 
host of foot troubles would be pre- 
vented. If not prevented they 
would be checked at least, for, like 
any other ailment, foot troubles 
when detected early enough can be 
corrected or halted before they run 
into serious, disqualifying—as at the 
University of Illinois—and crippling 
foot disorders. 

Many shoe men I know deem it a 
great privilege to be able to do so. 
They are not thinking particularly 
of fitting young men for military 
sérvice, but consider that the child, 
the mother, the father, the young 
man, the young woman, the middle 
aged and the aged (the whole Amer- 
ican people) shuold look for and find 
intelligent foot and shoe service in 
the shoe store. 


A New Colored Calfskin by 


Creese & Cook Co. 


Creese & Cook Co., the widely 
known calfskin tanners of Danvers, 
Mass., have recently produced a new 
color in their famous Tony line to 
which they have given the name 
Tony Burgundy. This new shade is 
produced in answer to a steadily 
growing demand among makers of 
men’s shoes for a distinctive wine 
shade. Creese & Cook report that 
the new color has been widely sam- 
pled. 
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It is Better to Make a Customer Than a Sale 
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By Uncle Dudley 


used to be a grand old word until some 
jazz hound used it wrong. The word “ser- 
vice” is the same way. Shoe men used to 
say it like they meant it. But now they 
sort of mouth it like they were ashamed. 
You see it has been abused, too. Lots of 
so-called shoe men harp on it, but they 
don’t play up to it. They talk service un- 
til their eyes pop out. But it’s dollars 
they are really thinking about. 


™ LL I know is what I see. I don’t 

believe much of what I hear 

any more. I am an old timer. 

But I am not a “Know-it-All.” 

Almost any young man or 

woman could make a monkey out of me 
when it comes to getting a big book. 
Almost any of you boys and girls can 
sell rings around me on the floor. But 
I think I know what it takes to make 
a shoe store prosper. It isn’t the total 
sales as much as it is the total customers. 


LONG time ago I used to know a 
By that I mean the folks who come back 


storekeeper who always asked when 
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after their next pair and repeat it day 
after day and year after year. That is 
what counts in the finals. That is what 
makes the owner happy and adds a little 
more to my value as a salesman. 


HIS is the way I dope it out. If I make 

customers for the store and build up a 
strong personal trade I become a valuable 
man and my salary will take care of it- 
self. So I don’t worry much about big 
books. Of course I like to sell my share 
and in the week’s business my sales are 
not to be sneezed at. One thing I can tell 
you lads and lassies right here is that my 
trade comes back and asks for Uncle Dud- 
ley. I have very little trouble with them. 
I think my returns and adjustments run 
lower than the average. 

What I want to talk to you about this 
morning is the matter of selling and ser- 
vice. That word service has been badly 
abused. It is like the word “affinity.” It 


you went in: 

“What can I sell you today?” 

I hated that man. I quit going into his 
store because he was so smathery and 
oily. It seemed like I could see dollar 
marks all over him. He was a smily 
fraud. All he thought of was selling you 
something. So, it seems to me that we 
who wait on the people ought to get away 
from that idea of selling and think more 
about doing something for our customers. 

I’d like to hear us ask: “What can I do 
for your feet today? instead of: “Some- 
thing in shoes?” That always seemed to 
me like a silly sort of a question in a shoe 
store. Once I heard a snippy woman an- 
swer: “Oh, no, I came in to see if I could 
buy a beef steak.” The idea of asking a 
person if they wanted shoes when they 
come into a shoe store. What on earth 
do they come in for? 

Let’s change some of our habits and get 
a better line of talk. 
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National Retail Shoe Salesmen’s Ass'n 


Formed—N.S.R.A. Directors Applaud 


HE National Retail Shoe 
Salesmen’s Association is a 
reality. Months of intensive, 
unselfish work on the part of the 
Boston Retail Shoe Salesmen’s As- 
sociation, and the vision of the 
founders of the Boston group, way 
back in the days of September, 1914, 
have resulted in the formation of 
an association to further a country- 
wide movement for selling more 
shoes right through scientific sales- 
manship. 


Merchandising Expert Points the 
Way 

The new baby was born in Paul 
Revere Hall immediately after the 
first session of the Merchandising 
Conference of the Boston Shoe and 
Leather Fair, July 7, the Sesqui- 
Centennial year of 1926. The deck 
was well prepared for this action. 
Joseph Ewing had just finished re- 
emphasizing in the preceding mer- 
chandising conference what many 
other experts have said many times 
in the past, and what Homer J. 
Buckley, another sales authority, 
said in effect the next day: “The 
next twenty years are going to see 
one of the greatest slaughters in the 
retail field we have ever known. We 
must sell our merchandise. Your 
salespeople represent the merchant’s 
reputation and his life’s work. The 
quality of salespeople must be ele- 
vated. The merchant must buy 
brains. The hook in all of the shoe 
stores’ merchandising efforts is the 
salesman. An incompetent clerk can 
undo all that has been done in a 
lifetime of the most approved 
methods to build up a business. 


President Girard at the Helm 

With these words as a further 
stamp of approval for the National, 
at 12.45 p. m. exactly President P. 
F. Girard of the Boston Retail Shoe 


Salesmen’s Association mounted the 
rostrum and opened the meeting. 
Secretary R. W. Daley read the call 
to the meeting. Percy E. Thayer, 
the Educational Director of the 
Boston group, briefly stated the aims 
and purposes of a National Asso- 
ciation. It was a small audience, but 
an interested one. Thomas _ 5S. 
Childs, retail shoe merchant of Hol- 
yoke, Mass., stayed on until the 
finish because he said that he thor- 
oughly indorsed the movement and 
also by way of retail shoe merchant 
encouragement, because he said that 
he knew the salesmen present had 
sacrificed much in time, effort and 
money for an ideal and had waited 


hours that morning for an oppor- 
tunity to be heard. 


Nationally Indorsed 


It was with confidence that Presi- 
dent Girard, Secretary Daley and 
Educational Director Thayer spoke, 
for they had previously received the 
indorsements of all of the other Na- 
tional groups. President John Baird 
had earlier in the day personally ex- 
pressed to Mr. Girard his hearty ap- 
proval of a National Retail Shoe 
Salesmen’s Association—so had Irv- 
ing B. Howe, General Chairman of 
the Merchandising Conferences, and 
so had George B. Hendrick of the 
W. L. Douglas Shoe Co., Brockton, 
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“Snapped” just after the formation of the new National Retail 


Shoe Salesmen’s Association. 


Reading from left to right—T. A. 


Delany, secretary of the National Shoe Travelers Association; 


Thomas 


tional Retail Shoe Salesmen’s Association; 


S. Childs of Holyoke; R. W. Daley, secretary of the Na- 


Leo S. Dragon, retail 


shoe salesman of Webster, Mass.; Helen M. Haney, associate editor 
Boot AND SHOE REcorDER; H. J. McNulty, member of Boston Shoe 


Travelers’ Association; P. F. Girard, president. 
ident Girard is B. A. Lazarus of Revere, Mass. 


Just back of Pres- 
At extreme right 


is P. E. Thayer, chairman of Educational Committee 
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Chairman of the Publicity Commit- 
tee of the Boston Shoe and Leather 
Fair, who had graciously given the 
hall to the salesmen for this meet- 
ing. 

A telegram was received from Los 
Angeles and from Syracuse indors- 
ing the National Association. Pitts- 
burgh also indorsed the new organ- 
ization. On motion made by Percy 
E. Thayer and seconded by Leo 8. 
Dragon, retail shoe salesman of 
Webster, Mass.: 

It was voted that a National Re- 
tail Shoe Salesmen’s Association now 
exists; that the officers of the Tem- 
porary National Retail Shoe Sales- 
men’s Association Committee be rec- 
ognized as the first officers of the 
new association, with powers of in- 
corporation under the laws of 
Massachusetts; that the clause “This 


association is not, and never can be, 


a union,” be made @ part of the arti- 
cles of incorporation; that the aims 
of the National Retail Shoe Sales- 
men’s Association shall be the same 
as those of the twelve years’ tested 
work of that of Boston’s—education, 
cooperation and service in nation- 
wide scientific shoe selling; that the 
work of organizing proceed, with the 
Boston Association as its first local; 
that other locals and individuals be 
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Object No. 2—To distribute foot- 
wear knowledge 


added to membership; and that the 
next annual convention be held in 
Boston in July during the days of 
the Boston Shoe and Leather Fair. 

THE BOOT AND SHOE RECORDER 
and The Shoe Retailer were thanked 
for their splendid interest in behalf 
of a more intelligent salesmanship, 
as demonstrated by the Boston As- 
sociation. It was further voted to 
make these papers the official organs 
for the new National. 

Short talks, wishing the associa- 
tion “Godspeed,” were made by 
Thomas §. Childs of Holyoke and 
Helen M. Haney, associate editor of 
THE BooT AND SHOE RECORDER. And 
later, President John Baird of the 
N.S. R. A. and Seaton Alexander of 
Wheeling, W. Va., on hearing of the 
new “arrival” in the National shoe 
family, said: “A splendid idea and 
one which, if conducted on the same 
high grade principles as that of 
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Object No. 4—Exhibits which will 
develop the salesman 


Boston’s, meets with our hearty ap- 


proval.” 
Officers Elected 


The following is the new list of 
officers: P. F. Girard, president; 
Robert W. Daley, secretary; Robert 
T. Wright, treasurer; Percy E. 
Thayer, educational director. Ex- 
ecutive Board—C. W. Pollock, R. L. 
Upton, Fred W. Small, E. A. Kuhlen, 
Helen M. Haney, Arthur L. Evans. 


WHY THE NATIONAL RETAIL 
SHOE SALESMEN’S ASSOCIA- 
TION WAS FORMED 


By P. F. Girard, president of the New 
National Retail Shoe Salesmen’s Asso- 
ciation. He states that there are from 
175,000 to 200,000 retail shoe salespeo- 
ple in this country, and also says that 
he believes the great majority of them 
would like to know more about shoe 
selling through association work. 


Aims and Objects 


1. To help the retail shoe sales- 
man to solve the ever increasing 
problems of footwear distribution 
to the consumer. 

2. To facilitate the efforts of the 








When President P. F. Girard ad- 
dressed the rather small audience 
of retail shoe salesmen in Paul 
Revere Hall, Boston, some one 
said that he saw the ghost of the 
famous Paul and his horse, but 
added “Paul Revere made his 
famous ride alone and, like Pres- 
ident Girard, he awoke the coun- 
tryside with a big message” 


RECORDER 


ay 


officers of the National Shoe Retail- 
ers’ Association and other bodies in 
the industry, and to make available 
the necessary essentials of foot- 
wear knowledge to the salesmen of 
the whole country. 

8. To interest shoe salespeople to 
use every means possible to edu- 
cate themselves in a better fitting 
service to the public and in a better 
service to the merchants. 

4. To stimulate educational am- 
bitions among its members by talks, 
demonstrations, exhibits and social 
gatherings, all tending toward the 
intellectual development of the 
salesmen. { 

5. To establish a higher stand- 
ard among salespeople and _ to 
make shoe fitting a profession. 

6. To become more familiar with 
materials used in shoe construc- 
tion, and particularly the qualities 
of the different products, so that 
the buyers of footwear may be more 
honestly served. 

7. To complete the cycle of trade 
associations for the better distribu- 
tion of the product of the trade. 

8. To make the salesmen con- 
scious of their responsibilities in 
protecting the feet of this and fu- 
ture generations by proper fitting 
service. 

9. To gain and to hold the confi- 


Object No. 6—To become more familiar 
with materials 


dence of the public, shoe buyers 
and wearers of shoes. 

10. To model this association on 
the established code of ethics of 
the Boston Retail Shoe Salesmen’s 
Association, Inc., which has demon- 
strated to the country the high 
standards on which it functions, 
and the practical reason for its ex- 
istence, and which association has 
received the indorsement of practi- 
cally all other shoe associations in 
the trade. 


Summer Soliloquies 


We can still “keep pegging” even 
if we do use the needle and nails. 

Is it not strange that there 
should be room for so much discom- 
fort in a tight shoe? 

“What’s in a pair of shoes?” has 
been asked. Something like two 
feet is, or should be, one would say. 
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Prize Problem Winners 


The June prize problem—“How 
Should Customers Be Assigned to 
the Salesforce?” has brought to the 
Editor’s desk some well-thought-out 
answers. The first prize of $10 is 
awarded to M. W. Molloy of the 
Worcester, Mass., Regal Shoe Store. 
The second prize of $5 is again 
awarded to C. H. Savard of Volk’s 
Shoe Store, Dallas, Tex. It was 
difficult to decide which was the bet- 
ter of these two solutions. Honor- 
able mentions are awarded to: 
Jerome Zimmer, at the Petot Shoe 
Co., Canton, Ohio; Hal S. Beach, 
with R. C. Beach Co., Lewiston, 
Idaho; V. J. Marks, Danville, Pa., 
and Ben Jacobson, East Orange, 
N. J. 


What Prize Winner M. W. Molloy 
Said 

We are assuming that the sales- 
force is well organized, as it should 
be in any case. Each salesman is 
trained in shoe fitting and salesman- 
ship and has qualified to serve the 
most discriminating of customers. 

No one salesman can sell every 
customer who enters his store, even 
though he had the time, and no per- 
son is such a judge of human nature 
that he can assign transient cus- 








Snappy Sayings 
(lllustrated) 


Sam 


at aS 


“Odd Sizes in Colored Kids” 
There are two places where the first 
step’s important—one’s in an elevator 
shaft and the other in approaching a 
customer. 


Son—Mother, who put the statue un- 
der the kitchen sink? 
Mother—Ssh, sonny; don’t make any 
noise. That’s the plumber. 
—Stanford Chaparral. 


Daughter—Certainly—up to a cer- 
tain point. 
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IFTEEN dollars in prizes for 

the best thinkers. 

Ten dollars for the best answer 
to the current problem. 

Five dollars to the second best. 

The ideas in your letter on the 
subject are what win. Poor com- 
position and bad spelling are sec- 
ondary considerations. . 

It is the aim of every retail 
shoe merchant to sell the max- 
imum number of shoes, right. 
To do this, he must have repeat 
customers. The retail shoe sales- 
man is the merchant to the foot- 
wear consumer. The approach, 
the effort that retail shoe sales- 
men make to gain a customer and 
then to retain that customer as a 
regular patron of the store, is 


The July Prize Problem Will Bring 
$10.00 to Some Retail Sales Person 


What Are You Doing to Make Repeat Customers for 
Your Store? 


most important. These thoughts 
may give a clue to the best an- 
swers to the important problem— 
“What Are You Doing to Make 
Repeat Customers for Your 
Store?” 


SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN AUGUST 2. 


Winners will be announced in 
this department August 21. Only 
men and women actually engaged 
in selling shoes and hosiery at re- 
tail are eligible to enter this con- 
test. 




















tomers to the salesforce and be posi- 
tively sure that a sale will be con- 
summated in every instance by the 
salesman he selects. 


When Customer Turnover Occurs 


Salesmen working together learn 
the characteristics and ability of 
their fellow workers and know just 
what types of people each salesman 
can successfully serve. Therefore, 
transient customers should not be 
assigned to any particular salesman, 
but salesmen should take turns in 
approaching, seating and fitting cus- 
tomers. It should not take the aver- 
age intelligent shoe salesman more 
than three minutes (or after show- 
ing three or four different styles) to 
decide whether or not he is making 
progress with his customer. When 
he finds he is not, he should imme- 
diately call over the salesperson in 
his store whom he believes is the type 
who could better handle the situa- 
tion. In making this “turnover,” the 
salesman must be cautious not to 
aggravate the customer by his style 
of introduction and must do it in 
such a way that the customer sees 
and appreciates the interest and ser- 
vice which is being given him. When 
the sale is made by the “turnover 


man,” as it will be in most cases, 
the credit for the sale should be 
equally divided between the two 
sales-persons, as the salesman who 
first had the customer is largely re- 
sponsible for saving the sale. An 
important question in this practise is 
that of handling personal trade. Any 
customer who calls for a certain 
salesman will, of course, be served 
by that salesman, even though it 
might be out of his turn. If this 
salesman finds he is losing ground 
with his customer, however, the same 
service should be rendered that cus- 
tomer as outlined above. This cus- 
tomer will, no doubt, appreciate the 
interest and service even more than 
a transient customer, as he would 
have the feeling it was an especial 
favor to him because he was known 
to one of the salesmen. Too many 
salesmen hide behind the argument 
(after a customer “walks’”) that 
“his customer was a ‘P. T.’ and he 
could not turn him over.” 


Have a Merchandise Salesman 


Each salesman should be trained 
by the store manager in merchandis- 
ing, and the manager should select 
the foremost in this branch of the 
business (wherever possible) to look 

















How shall customers be assigned to the salesforce? 
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A Turnover Problem 


_ To turnover—but not to go to 
sleep. 





after stock conditions entirely, and 
hold him responsible for a reasonable 
turnover on odds and ends and slow 
moving numbers. This salesman 
should hold frequent meetings with 
the other sales-persons and discuss 
the problems of merchandising. Their 
combined knowledge of merchandis- 
ing with the information they will 
receive from the “merchandise sales- 
man” and the store manager coupled 
with their expertness in the sales field 
will certainly show great results in 
increasing sales by earning more con- 
fident customers and securing com- 
plete turnovers in stock. 


Retail Sales Folks Win $100 


E. P. Reed & Co., in their monthly 
house organ, “Matrix Impressions,” 
have been conducting a national con- 
test open to retail shoe salesfolks 
selling Matrix shoes. The contest 
was called “The $100 Interesting 
Experience Selling Matrix Shoes 
Contest.” Entries were received 
from all over the country and from 
these were selected the four princi- 
pal prize winners, who received re- 
spectively $50 for the first prize, $25 
for the second prize, $10 for the 
third prize and $5 for the fourth 
prize letters. The contest was so 
close that the judges were unable to 
choose between two contestants for 
the fourth priz2 and were forced to 
award $5 to each of the two en- 
trants. 

The letters received were of such 
a generally high caliber that it was 
necessary to also award Honorable 
Mention to twenty more of the con- 
testants. The awards were as fol- 
lows: First prize, $50—R. A. O’Neall, 
Krupp & Tuffly, Inc., Houston, Tex.; 
second prize, $25—Wallace E. Ster- 
ling, Wood & Sterling, Mankato, 
Minn.; third prize, $10—Herman 
Fisher, “Shoe Salon,” Atlantic City, 
N. J.; fourth prize, $5—Tie, $5 
awarded to both Charles I. Holbert, 
Reaser & Holbert, Ashland, Ohio, 
and Theo. R. Kohls, Kohls Shoe Co., 
Yakima, Wash. 

Ten prizes of $1 each were award- 
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“Don’t Knock Your 


Store’’ 


By P. E. Thayer, Salesman at 
Thayer McNeil Co. 


If you want to work in the 
kind of a store, 

That’s the kind of a store you 
like, 

You don’t have to put your 
clothes in a grip, 

And go on a long, long hike. 

You'll find elsewhere what 
you left behind; 

| There’s nothing that’s really 





new, 

It’s a knock at yourself when 
you knock your store, 

It isn’t your store, it’s you. 

Real stores are not made by 
men afraid, 

Lest somebody else _ gets 
ahead. 

If nobody shirks and each one 
works, 

You can raise a store from 
the dead. 

For while you can make your 
personal “stake,” 

Your neighbor can make one 
too; 

It’s a knock at yourself when 
you knock your store, 

It isn’t your store, it’s you. 




















“Don’t Knock Your Store,” says 

P. E. Thayer, chairman of educa- 

tion of the new National Retail 
Shoe Salesmen’s Association 





ed to Chas. H. Braun, F. E. Ballou 
Co., Providence, R. I.; H. T. Calla- 
way, The Montgomery-Roberts Co., 
Bradentown, Fla.; J. Hinley Cul- 
pepper, Katzenstein Shoe Co., Pine 
Bluff, Ark.; Chas. S. Hammond, 
Stewart & Co., Baltimore, Md.; Cas 
Heath, Heath Bros., Grenada, Mizs.; 
Otto A. Jones, The White Store, 
Green Bay, Wis.; Miss Nell E. Mil- 
ler, Stansifer’s Booterie, Lexington. 
Ky.; Mrs. Irene Moeller, Stone & 


‘Thomas Shoe Department, Wheeling, 


W. Va.; Robert J. Walls, Nelson 
Shoe Co., Wilmington, Del.; G. T. 
Sauters, Nelson Shoe Co., Wilming- 
ton, Del. 


BOOT AND SHOE RECORDER 


Fitting Tips 











Do the fitting thing at the fitting 
time in a fitting manner. 

When she puts her foot down you 
won’t need to tremble—if you are 
sure that it is inside a properly 
fitted shoe. 








Syracuse Holds First Outing 


The Syracuse Retail Shoe Sales- 
men’s Association held its first out- 
ing for members and friends June 
29 at Smith’s on Buckley Road. 
Fifty enthusiastic boosters thor- 
oughly enjoyed themselves and 
unanimously agreed that it was the 
best outing ever staged by Syracuse 
shoemen. 

The party drove out in automo- 
biles and assembled at 7 o’clock for 
a group photograph. The dining 
room and orchestra was reserved 
for the evening and after a songfest 
dinner was served at 7.30. 

At 9 p. m. a short business ses- 
sion was held, at which a communi- 
cation from Boston Association was 
read. The following resolution was 
voted by the members: 


Syracuse Indorses National 


“At a meeting of Syracuse Retail 
Shoe Salesmen’s Association held 
Tuesday, June 29, it was unanimous- 
ly voted that the Syracuse Asso- 
ciation is heartily in favor of a 
National Association, and that the 
Syracuse Association will affiliate 
with the National Association and 
will do all in its power to further 
the movement.” 

Fifteen more applicants for 
membership were received, bringing 
Syracuse membership up to 50. It 
is the aim of the membership com- 
mittee to bring the membership up 
to 75 before the next meeting in 
September. 

“The splendid spirit of the fel- 
lowship shown at the outing clear- 
ly indicated that the Syracuse As- 
sociation of live wire retail shoe- 
men are determined to make theirs 
the outstanding group in the indus- 
try,” says Secretary H. C. Cope- 
land. 


The Goal 


It’s fit, it fits; what more need a 
wearer ask? 
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Death Takes Two Trade Members 
Within Two Days 


W. B. Coon, Rochester Manufacturer, and P. A. Monigle, Standard Kid 
Manufacturing Company’s Secretary, Pass Away 


——— TI 
W. B. Coon 
1 Cat 


1 \ ] ILBUR BARRY COON, 
Rochester manufac- 
turer, died July 13 at his 

home on The Lane, Harwood Farms, 

. Pittsford, after a short illness, aged 

56 years. 

Mr. Coon was head of the W. B. 
Coon Company, internationally 
known shoe manufacturing con- 
cern specializing in out-sizes for 
women, and one of the largest and 
most successful concerns of its 
kind in the United States. 

Born in Hartland, Niagara Coun- 
ty, on April 3, 1870, Mr. Coon was 
éducated in the high school at that 
place and fitted himself as an ex- 
pert accountant. In 1888 he became 
bookkeeper and auditor of the firm 
of Pryor & Warrant, shoe manu- 
facturers of Rochester. 

Three years later, when he was 
only 21 years old, he formed a part- 
nership with Herman Meldola and 
engaged in the manufacture of 
women’s shoes in Rochester. From 
small and modest beginnings in a 
building in River Street the firm 
removed to larger quarters in State 
Street, finally building at Brown’s 
Race and Commercial Street. 

The copartnership of Meldola and 
Coon continued until 1911, when 
Mr. Meldola retired and Mr. Coon 
organized the W. B. Coon Company, 
carrying on the business under that 
name. Specializing in out-sizes for 
women, the firm met with great suc- 
cess and has become the largest of 
its kind in the world. At the time 
of Mr. Coon’s death the concern was 
doing a business of more than $5,- 
000,000 yearly with 6000 retail 
dealers selling its line of ‘shoes. 

At present the concern operates 
two shoe factories, one at Brown’s 
Race and Commercial Street and 
the other at North Water and An- 
drews Streets, and occupies large 
additional store rooms for stock 
shoes. 
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The illness which resulted in Mr. 
Coon’s death was the consequence 
of a severe attack of pneumonia 
five years ago. Another attack last 
fall left his health impaired and 
on the advice of his physician he 
left Rochester in January for a 
Mediterranean trip with his family. 
Returning the latter part of April, 
he had apparently recovered com- 
pletely, but about four weeks ago 
he became ill with low blood pres- 
sure and sank steadily until his 
death occurred yesterday. 

Mr. Coon was a member of Yon- 
nondio Lodge, F. and A. M.; Hamil- 
ton Chapter, Monroe Commandery, 
K. T.; the Shrine, the Rochester 
Club, the Chamber of Commerce 
and the Rochester Boot and Shoe 
Manufacturers’ Association. 

He leaves his wife, Esther Levis 
Coon; one son, Wilbur L. Coon, and 
one daughter, Esther J. C. Coon, 
all of whom made their home with 
him; his father, Charles E. Coon, 
and one sister, Mrs. Charles E. 
Dates, both of Lyndonville. 

The funeral took place at 3 
o’clock Friday afternoon from the 
home. Burial was in Mount Hope 
Cemetery. 


a ROS 
P. A. Monigle 
PRR ET 


A. MONIGLE, secretary of the 

e Standard Kid Manufacturing 

Co. of Wilmington, Del., died at the 

age of 52, Sunday, July 11, after a 
brief illness. 

Mr. Monigle spent practically his 
entire life in the manufacture of 
glaed kid and contributed greatly 
to the present perfection of kid in 
colors. He first came to Wilming- 
ton in the early nineties, was with 
the F. Blumenthal & Co., under the 
management of Richard Patzowsky. 
In June, 1917, Mr. Monigle, to- 
gether with Richard C. McMullen of 
Wilmington, and S. Agoos of Bos- 
ton, formed the Standard Kid Mfg. 
Co. of Delaware, and Mr. Monigle 
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was a director of this concern up 
until the time of his death. His 
loss will be keenly felt by the com- 
pany and employees associated with 
him. 

Mr. Monigle is survived by his 
widow, two sons and two daughters. 
For the past several years the older 
son, Joseph E., has been associated 
with his father in business. 

He was buried from his late 
home, 1100 Rodney Street, Wil- 
mington, Del., with services at 
Sacred Heart Church at 9.30 a. m., 
Wednesday, July 14. 


Los Angeles Store Changes 
Hands 


The Vogue Boot Shop at 2306 W. 
Seventh Street, Los Angeles, has 
been purchased by Felix Zrebeic who 
owns the Fashion Boot Shop in 
Hollywood. Mr. Zrebeic will con- 
tinue the Seventh Street establish- 
ment along the same lines as previous 
owners. 


Model Shoe Co. Operating 


HAVERHILL.—The Model Shoe Co., 
the companion company of the 
Modern Shoe Co., is now getting 
underway. This new factory will 
make McKay novelties, while the 
Modern plant continues the turn 
lines. The samples have been well 
received by the trade and factory 
production will be started at 1500 
pairs daily. 


Podell’s Handle Clapp Shoes 


MILWAUKEE—Podell’s, men’s shoe 
store, which opened on Third Street 
near Wells last spring, has sent out 
attractive folders announcing that it 
now has the agency in Milwaukee 
for the Edwin Clapp shoe. In addi- 
tion to the formal announcement, 
the folder also carried sketches of 
three oxfords featured in the Edwin 
Clapp line. 
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Big balloon type 


Modified balloon type with 


storm welt 


The BOOT AND SHOE RECORDER says: 


Smarter shoes for men for Fall, 
1926, for correct footwear, are in- 
dispensable to correct dress. The 
well-dressed man should possess at 
least this number of pairs of shoes. 
It is nationally agreed as follows: 
Lasts: Selling at $8.00 and un- 
der— Medium Brogues, Wide 
French, Medium and Balloons. 


Selling over $8.00 — Medium 
Brogue types and tendency toward 
narrower toes, including customs. 


Color is king—all shades of tan, 
with light predominating, as season 
advances darker shades increasing. 
In higher grades medium shades 
in greater demand. A strong ten- 
dency toward black leathers. 


Custom toe type—wide 
flange 


Golden and medium brown and 
black kid in conservative types. 


Leathers: Medium weight smooth 
and bordered calfskins. Black 
and brown kidskins. A place for 
grain leathers. Heels: 7/8 and 
8/8 with some tendency toward 
higher heels, leather heels gaining 
in favor, rubber heels still strong. 
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Extra short balloon type in 
combination 


There are two classes of sport 
footwear. One is for the actual 
game and the other for what is 
termed sport dress. In golf, ten- 
nis and fall sports your shoe store 
will guide your selections. For 
general sportwear the oxford type 
leads. 


Three lasts are shown above: The 
balloon, the brogue and the me- 


Brogue type—plug front 


dium, each has a place and pur- 
pose. The soles are of leather 
and all types of rubber. Comfort 
is a factor in this type of footwear. 
For health and sanitary reasons 
it is advisable to change one’s 
shoes often; therefore, select a shoe 


for every purpose. 


Acceptable leathers in sport foot- 
wear are calf, smoked leathers, 


Blucher and tongue oxford 
type in combination 


plain and grain finished leathers, 
buck, and, particularly good for 
smart dressers, shoes in combina- 
tions of these leathers. Heels are 
low and the sport type of heel 
is good. In this classification of 
sport time footwear bigger boys 
and college men find that the 
selections made by the merchant 
give more pep and snap to the 


footwear for Fall. 
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Medium and French toe type 


For after dark. Medium and 
light weight oxfords, plain and 
with tips, are selected, for the dress 
up evening period of the day. 
Lasts are medium, custom and of 
the brogue types. Leathers are in 
light weight black calfskin. The 
new tendency is toward slightly 
higher arches, which mean shape- 
ly, higher heels. 


Plain toe custom type 


With dancing as prevalent as it is 
there is a place for a light weight 
oxford with a plain toe in a glossy 
leather to be worn with informal 
blue suits. It has a dressy ap- 
pearance. The toe of the custom 
shapely, snug fitting upper and 
very trim heel. After six o’clock 
the wearing of blacks is in partic- 
ularly good form. 








Button—formal type 


For evening: Shoes for formal 
dress wear are in light weight welts 
and turn oxfords. The lasts are 
medium and custom. All of the 
better grades hold to the custom 
toe. The leathers are patent and 
light weight black calf. The but- 
ton oxford is the height of good 
taste for formal dressy wear. 
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“J HREE more perfect days were never picked by a craft to get together. They had a lot of 
@ celebrations in and around Boston this past week. 

“It has been my experience that the most successful merchant is he who mixes with his 
fellow men. The men who have been conspicuous in the National have achieved leader- 
ship by the friendly exchange of ideas and opinions in the big trade gatherings. In such 
a way a man gets a perspective on his own business. He can see what ails it and can 
judge what will improve it profitably. 

“I am pretty much of a veteran in the shoe game myself, but I felt like a young colt during the Bos- 
ton market week, because I got my hand in the game. There is a fascination about shoes and the new 
materials that is made doubly interesting when you talk it over with the other fellow. That was the 
thrill I got out of the week. 

“Incidentally, the National Shoe Retailers’ Assocation had one of its most successful directors’ meet- 
ings, where we outlined the work up to, and including, our big January convention in Chicago. We 
have a great treat in store. Every section of the United States is going to have an opportunity to show 
by style presentation, the trend of fashion events in their communities. The directors are therefore 
holding a big surprise package in store for the next great national gathering of shoe merchants in Chi- 
cago in January. 

“A new spirit certainly has captured the trade. There will be no long dull periods any more, for 
fashion is made monthly, weekly and daily an attraction and pleasure to the customer, and a profitable 
adventure to the merchant. We are coming into the golden days of shoe store service; mark my word 
for it. Step out of your store and be neighborly with other merchants in your community and in dis- 
tant cities. They will all extend the hand of fellowship under the N. S. R. A. banner. So take my 
tip—be neighborly. Mix, give and get ideas, and make a profit in the busy months to come. 
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Healthy Buying Marked Show 
Week in Boston 


Buyers Tell What They Chose—And Why 





Three prominent shoemen reach Boston in a bunch—Seaton Alex- 
ander, former N.S. R. A. president; George M. Spangler, N.S. R. A. 
manager, and Martin Murray, N.S. R.A. director, of Wilkesbarre, Pa. 


OW that “the 
smoke of bat- 
tle’ of the 


Boston Shoe and Leather Fair of 
July 6-8 has died away, results can 
be seen more clearly. It is the con- 
sensus of opinion that at no other 
fair has there been such a big dele- 
gation of large and solid buyers as 
at this show. Purchasers came from 
all parts of the country. Hotel sam- 
ple rooms were exceedingly busy. 
One salesman took an order for 
about 3000 cases of women’s shoes. 
Some of the buyers were so busy 
inspecting lines at Mechanics Build- 
ing and at hotels that they did not 
get away until the Saturday after 
the Fair. 

Here are a few of the buys and 
the boys’ names: 

Scranton, Pa.—‘“Willie’” Davis of 
Lewis & Reilly, evening slipper turns 
in patent, satin and Paisley, and 
Paisley with silver trims—in one- 
straps and pumps, 17/8 and 19/8 
heels; also some in the 9/8 heels in 
the Collegiate, or flapper shoes. In 
men’s lines, many sport styles. 

Providence, R. I.—J. A. Quinn of 
Thomas F. Peirce & Son has bought 
light welts for women in black and 
tan calf—no light leathers. Reptile 
trimmed models, in one-straps and 
tongue pumps. Colonial effects. 
Four lines of high heeled oxfords— 
two in turns and two in welts. In 
men’s lines, blacks 30 per cent and 
tans 95 per cent—no extreme styles. 





Cleveland, Ohio—Murray Peter- 
son of Chisholm’s Boot Shop. Many 
welts in one and two eyelet ties and 
straps in women’s lines. 

Buffalo, N. Y.—Irving Bauer, 
Sterling Shoe Co. A large number 
of women’s welt shoes in medium 
heels in ties and straps. 

Atlanta, Ga.—Buyer Edison of the 
Chandler Shoe Co. bought women’s 
light weight welts in one-straps and 
ties, medium heels. 

Quincy, Mass.—Moorhead Shoe 
Store. Tailored effects in women’s 
styles—nothing extreme—one and 
two straps in black and tan, in 14/8 
and 15/8 heels. Patent leather with 
trims. In men’s and boys’ styles, 
mostly double deck welts, medium 
wide toes. Tans bought in larger 
quantities than blacks; many grains. 

Cleveland, Ohio—Charles E. Petot 
(fourteen stores, headquarters 
here). In women’s shoes, plenty of 
patent leathers—then black satins, 
in nothing over 17/8 heels. Heels 
bought may be classified as follows: 
50 per cent Cubans, 30 per cent on 
16/8 Louis or higher, 20 per cent 


14/8 Louis. I have bought a lot of 
rose beige. In men’s shoes, black 
and tan, 50-50. More fancy shoes 


will be sold for men for fall than 
ever before. I am buying shoes, like 
many other large buyers, every 
month, and am getting a twelve- 





time turnover. 

Boston — Fletcher 
& Co., Ltd. Light 
tan kangaroo in conservative pat- 
terns. 

Kansas City, Mo.—W. H. Toller 
(Royal Shoe Co.), with three stores 
here, one in Kansas City, Kan., and 
one in the college town of Lawrence, 
Kan., bought a good many fancy 
welts in oxfords. Buys 60 per cent 
on conservative styles; also many 
plain pumps; also buckles, fancy 
heels, chain effects, buttons and 
other ornaments. “I have noted 
more of a demand for welts,” said 
he. “Every woman seems to feel 
that she would like to have a pair 
of walking shoes, in addition to the 
lighter welts. The college girl likes 
welt shoes.” 

Portland, Me.—A. A. Lane Shoe 
Co. (Lane’s City Hall Shoe Store). 
Staple lines mostly—some of the 
new fancy oxfords and some fancy 
gore patterns. Will feature velvets. 
In men’s, putting in the new bulldog 
toe; for children, school shoes in 
latest patterns. Putting in a new 
$4-at-retail line, which has been 
bought at the Show to meet local 
chain store competition, but will re- 
tain all of the high grades. 

Miami, Fla. — Cowen Nankin. 
Many sport shoes, with sport soles. 

Philadelphia, Pa.—James E. Kel- 
ley, with Kelley-Schonfeld Co., 
bought a great many men’s and 
boys’ styles in wide and medium 
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toes; also, due to a careful advance 
study of the trend of the demand 
for the last two months, “I have de- 
cided,” said Mr. Kelley, “to buy a 
plain toe on a heavy type of shoe in 
a Scotch grain, and heavy boarded 
leather, with fairly heavy tap soles, 
in a fairly wide toe. Many of the 
plain toes have three creases. I am 
buying heavily in the light shades, 
and a few darks. A sprinkling of 
Tony reds. Black shoes I am buy- 
ing with a view to their selling 60 
per cent to 65 per cent in medium 
and wider toes; mostly bluchers, 
with a few bals, and cap toes.” 
Boston—Marcus McWeeny, men’s 
shoe buyer at Kennedy’s, has bought 
black and tan Scotch grains in fairly 
broad plain toes—some of the toes 
with three or four creases. “I have 
bought the light shades of tans,” 
said Mr. McWeeny, “as I believe if 
we get into the dark shades of tan 
we are licked. Once more, let me 
emphasize the fact that I see plain 
toes ahead very big in Napoleon tap 
soles, in Haig, medium toes, in 
heavy Scotch grain leathers, wedge 
heels. These will make for a ready 
sale in young men’s effects.” 
Holyoke, Mass.—Al Beauchemin, 
at Thos. S. Childs’, In women’s 
lines, welts in straps and fancy ox- 
fords, in patents and tans with 
reptile trims, medium heels; on eve- 
ning models, some of the new high 
heels—some Collegiate types. 
Philadelphia, Pa.—George Geut- 
ing. Scotch grains on the fairly 
heavy soles, in young men’s styles. 
Montreal, P. Q—Miss E. Des- 
rosiers, manager and buyer of the 
shoe department of Jas. A. Ogilvy’s, 
Ltd. In women’s shoes, many pairs 
of light, airy effects 
for women, in many 
of the extreme styles 
of high heels, lasts 
and patterns. “I have 
favored light shades. 
Montreal keeps step 
with Paris and New 
York City.” 
Milwaukee, Wis.— 
S. J. Brouwer: “I 
am sampling on a 
new velvet, and many 
novelties in both ma- 
terials and patterns 
that have good fitting 
qualities. If a style 
is not right as to fit- 
ting qualities, no 
matter how late it is, 
I will not have it in 
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Juan Mercadal, who, as official 
representative of the Associa- 
cion Nacionale de Detallistas de 
Peleteria, traveled all the way 
from Havana, Cuba, to attend the 
Boston fair. Sr. Mercadal, with 
his uncle, Rafael Mercadal, op- 
erates two fine shoe stores in that 
city, following very closely the 
style trend as dictated by Paris 
and New York. He visits the 


United States markets usually 
twice a year 
Kremer, to bear that in mind. 


Snappy ties in the various combina- 
tions ‘look good to me.’ My defini- 
tion of ‘pretty oxfords’ is oxfords 
that hold the ten arches in place— 
and the prettier they are the better 
they hold the arches in place. I do 
not think that the women folks will 
go wild over oxfords, unless they fit. 
We surely need more distinctive pat- 
terns in oxfords, however, and the 
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more attractive oxfords are made 
the more popular they will become.” 

Fall River, Mass.—D. F. Sulli- 
van: “I have bought for fall fancy 
oxfords with reptile trim, in vari- 
ous combinations. Fancy oxfords 
are ‘the big noise’ of the shoe mar- 
ket. I am buying patent leather and 
satin one-straps, in both narrow and 
wider straps that come up higher on 
the instep, in heels 16/8 to 18/8 for 
high style and around 14/8 for the 


more conservative models. Fancies 
and conservatives balance about 
50-50.” 

Holyoke, Mass.—John MacDon- 


ald, men’s shoe buyer for Thomas S. 
Childs: “I have bought men’s shoes 
in the new wing tap, shoes with 
heavy double soles, and with the new 
7/8 wheel heel, blucher cuts, with 
nickel, brass and black eyelets; 
young men’s shoes, punched and 
stitched. Both tans and blacks have 
been bought in a 50-50 proposition. 
I believe always in having a wide 
assortment of snappy styles for 
men. I have bought some ‘flapper’ 
shoes for the young fellows, some 
with reptile trims, on the brogue 
last. I have bought 60 per cent con- 
servative styles and 40 per cent on 
the young men’s ‘flapper’ styles.” 
Columbus, Ohio — John Baird, 
president of the N.S. R. A., bought 
patent leathers with reptile trims, 
and some tans with reptile trims, in 
tongueless oxfords; stylish welts in 
oxfords and straps, in medium heels 
about 13/8— some heels a little 
higher; quite a few Collegiate jazz 
oxfords for the young girls, with 
three or four eyelets. “I would say, 
60 per cent conservative and 35 per 
cent the other way,” said Mr. Baird. 
“Up to 17/8 heels, I 
shall buy heavily on; 
over 17/8, for eve- 
ning shoes only.” 
Boston—Charles C. 
Ferrers, Boston shoe 
buyer: “I have bought 
staples 40 per cent 
andenovelties 60 per 
cent. I have bought 
fancy oxfords in tans 
with alligator trims, 
and patent with gray 
trims and _ biack 
trims; also. one- 
straps in the patents, 
black, and in brown 
leathers with con- 
trasting trims. Cuban 
leather heels in 18/8 
and 14/8 will have a 


my store. First of Mechanics Building was full of Canadians during the show. Here’s big run, I believe, 

all comes fit—and @ group of t In the. back row, from left to right, are J. J. and I have bought ac- 
th tyl Ih +». McHale of London, Ontario; F. S. Scott of Galt; A. A. Orendorff, : 4 

en style. ave in - cordingly. I believe 
ainiahed : London, and G. H. Murdoff, Galt. Buttom row, from left to right, / 6/8 Cub 

ed my women’s re F. C. Grogan, Brampton; John J. Baird, N.S. R. A. president but 15/8 and 1 /8 Cubans 

shoe buyer, Henry a native of Canada, and W. R. Finn of Galt will be good in 
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leather heels—also a solid leather 
heel in 18/8 and 19/8. 

Wallingford, Conn.—M. E. Alex 
(Family Shoe Store), has bought 25 
per cent conservative patterns and 
75 per cent novelties; in children’s 
lines, smart styles in service lines. 
“I have bought on fancy oxfords 
with Cuban heels. Got to have some- 
thing new down our way all the 
time.” 

Wheeling, W. Va.— Seaton Alex- 
ander, Alexander & Co., has bought 
fashion welts in neat, trim tie ef- 
fects and cut-out oxfords, with 
straight heels, 14/8’s height, in con- 
servatively progressive types; has 
bought high one-straps, with spike 
heels up to 20/8’s, on 
dress effects. “I will buy 
75 per cent on conserva- 
tive and 25 per cent on 
conservatively progressive 
styles. I give instructions 
to my buyers to proceed 
according to the recom- 
mendations of the joint 
styles commission of the 
N. S. R. A. with the 
wishes of our section of 
the country carefully bal- 
anced with these recom- 
mendations. 

Batavia, N. Y.—Mrs. 
James Green and Mrs. S. 
W. Smith, Smith’s Shoe 
Store: “We have bought 
about 50 per cent on the 
‘smart’ new effects in 
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women’s patents with reptile trims 
and tans with reptile trims, in the 
new heels, and about 50 per cent on 
the more conservative patterns.” 

Philadelphia, Pa.—‘Cal” Halla- 
han of Charles E. Hallahan’s Shoe 
Store bought a good sized lot of 
light, airy fashioned welts for wom- 
en in reptile trims, in straps and 
fancy oxfords, in about 10/8 to 15/8 
heels. 

Portland, Me.— Henry S. Black, 
McDowell & Black—many sport mod- 
els for men and women; in young 
men’s styles, rich effects in tans; in 
women’s styles, models built on re- 
fined lines in blacks and tans, many 
reptile trims. 





In the center is Clarence R. Terry, buyer for Eugene Kepler 
of Peoria, Ill., who’ achieved fame by placing an order for 
men’s high arch shoes with 10/8 heels. At his right is 
Charles Collar, shoeman for Gimbel’s in Milwaukee and pres- 
ident of the Milwaukee association. On the other side is 
John B. Freeman of Rockford, Ill. 
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Habana, Cuba.— Juan Mercadal 
(La Granada, very high grade store) 
has bought pretty shoes for women, 
in heels up to 20/8, in the new Span- 
ish type. “Women down our way are 
wearing more medium toes. Straps 
and sandals in refined styles are 
wanted by the ladies; distinctive 
styles for men in the new shades and 
leathers, such as are made in the best 
American factories. We carry 
children’s shoes, but buy Bally’s 
line.” 

Louisville, Ky.—Charles Fedler: 
“We are looking for the fall season 
to open early in September. My 
selections have been patent leather 
first, in plain leather, but new and 
striking patterns; reptile 
effects second, and a num- 
ber of sport models in 
oxfords and straps; tan 
runs third and browns 
fourth, the brown kid 
coming strong. That is 
the line-up on women’s 
shoes as I see it, and I 
have bought accordingly. 

“In men’s shoes I am 
looking for a little more 
jazz and pep for the 
styles for fall. The 
shades will be darker. In 
the popular grades of 
shoes more modified bal- 
lon types of lasts, and in 
the high grades the con- 
servative custom toe num- 
bers will be best. 


Brisk Buying in All Markets 


NEw YorK CitTy—A considerable 
number of out-of-town buyers vis- 
ited the New York and Brooklyn 
markets during the past week and 
more are expected next week. The 
influx of visitors was largest after 
the close of the Boston show. Many 
of the Brooklyn firms have rooms at 
New York hotels, which they will 
maintain as sample rooms, some of 
them for the rest of July. 

Advance fall orders placed so far 
are much ahead of last year. Some 
manufacturers estimate that orders 
on the books are as much as 20 per 
cent heavier than a year ago. Other 
estimates run from 10 to 15 per 
cent: 

The big volume business has been 
placed on patent leather, tan calf, 
brown and black suéde or ooze and 
satin. Black is the predominating 
color, with shades of brown next. 
Brown shades are mainly of the 
golden hue, centering closely around 





the Polo tan. There has been a 
noticeable increase in the early or- 
ders for welt shoes, both in the 
doggy and rather heavy collegiate 
type shoes for the young girls and 
in the closely trimmed fashion welts 
in dress shoes. 

In patterns, more closed-up types 
are demanded. Oxfords are very 
good, some reporting the rather 
plain oxford with slight trimming as 
the leader, while other houses have 
been more successful with fancier 
types with cut-out and underlays. 
High front gore shoes also have sold 
well, and some report good business 
on colonials. A considerable number 
of low heeled welt oxfords, with two, 
three or four eyelets and trimmed 
with grain leathers, have been 
bought. 

More Cuban heels are being called 
for in the fall orders, ranging 
around the 14/8 and 16/8 heights. 
In men’s shoes, particularly in the 


high grade, there is a stronger de- 
mand for the custom toe last. Early 
fall orders specify about 40 per cent 
blacks and 60 per cent tans. In 
higher grades the high heel sprung 
at Boston is given little or no con- 
sideration here. Button shoes for 
men have been ordered in larger 
quantities for fall than for many 
seasons past, but form only a small 
percentage of advance orders. 

Grain leathers in brogue types 
have been bought extensively and 
there has been an increase in the 
call for wing tips. 

(Note—Some talk around the 
market here of a chance for high 
shoes later on, the Wellington boot 
pointing the way. Opinion much 
divided, though.) 

CHICAGO—The week ending with 
July 10 was one of the best, if not 
the best, week in the summer sea- 
son in Chicago. Buyers have been 


both numerous and active and trade 
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| pat morning, afternoon and evening 
wear, black shoes reign supreme. And 
never was adornment more necessary to 
bring out the subtle richness of black. 


The newest modes in patent leather, satin, 
kid and suede will find their ultimate smart- 
ness in Reyco beautiful adornments which 
include rhinestone, cut steel and enamel 
slide and clamp buckles. Also beautiful 
jeweled heels. 


REYNOLDS COMPANY 





Providence, R. I. 
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Nothing whatever to do with shoes 


has centered between seven and ten 
dollar prices, probably due to the 
fact that even higher priced boot 
shops have been running sales this 
week with about $9.50 as the top 
prices. 

The most frequently sought after 
types were the one-strap slipper of 
the pump variety and the open type 
of oxford, with the strap slipper 
leading by a wide margin. 

By a one-strap slipper your corre- 
spondent means any one of the many 
varieties of the one-strap type, but 
the most sales have been on the one- 
strap pump with little trimming 
other than the con- 


trasting leather on 
vamp, heel or the 
quarter. 


Almost any of the 
blond shades have 
been popular, two 
toned models and the 
type with reptile 
trimmed quarters or 
heels. Tongue models 
have not been popular. 

Patent leather, 
plain or with narrow 
strips of light colored 
leather trimmings, is 
easily the most popu- 
lar material at pres- 
ent. Kid leather fol- 
lows in its many 
colors, with blond 
shades leading and 
grays next. 

Some white foot- 
wear is being sold, 
but the volume is not 
startling and most of 
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captain, “Sid” 





just a demonstration of a fireboat in action in Boston harbor. 
you see the Rose Standish filled with Boston show guests on the water outing 


the season’s white leather footwear 
is now in the clearance sales. Very 
little satin is being sold in any form 
at all. 

Darker shades of blond colorings 
like sauterne and coffee shades seem 
to be the favored types in the newer 
or more distinctly fall models in the 
stores. Some effort is being made 
to revive the red shades in both calf 
and patent, but it is meeting with 
little approval. 

St. Louis.—Orders coming in from 
the salesmen who have just returned 
to their territories indicate that busi- 
ness for fall in the St. Louis market 





Two “big twos.” At the left are T. A. Delany, chairman of the 
hospitality committee, which planned the ocean trip, and his alleged 


Curry, trying to look like it. 


SHOE RECORDER 


At the right are E. M. 
Rickard, style show chairman, and Everett Bradley, president of 
the New England Shoe and Leather Exposition and Style Show, Inc. 








Well out of range 


will be brisk and better. Patent 
leather is leading all other materials 
in popular priced footwear, these 
shoes being trimmed in _ reptile. 
Colored kids in darker shades of 
blond are scoring in the demand, but 
general opinion is they will show 
greater bulge as the season advances 
toward frost and fall fashions. 

One-strap patterns lead the field 
in patterns. Tie oxfords are being 
bought freely and a sprinkling of 
bow effects in step-ins display slight 
activity. Specialty factories report 
big buying of colored kid in blush 
and tones running to this shade. 
Patent leather also 
heavily bought, 
trimmed in reptile. 
Heel heights ranging 
from 16/8 to 19/8 
prevalent. One-straps 
predominate in this 
field. 

Delivery dates in 
some specialty fac- 
tories as far advanced 
as Aug. 21. In each 
factory mention was 
made of a slight de- 
mand for black satin 
shoes. This has been 
persistent during the 
past five days and ap- 
parently indicates a 
trend to be developed 
later. Gains will be 
made in shipments 
unquestionably in all 
factories during the 
month of July over 
the same month a 
year ago. 
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THE GHT 
Jost Eee 
The Step-On-It 
Last 











The Talk of the Boston Show 


High Arch—High Heeled Shoes were the one new style note at the Boston 
Show. High Arch Shoes for young men’s doggy styles as well as for custom 


types. 


And—the only line of high heeled shoes at the show were created and styled 
by Wright. The Step-On-It is the young men’s line:—The Stuart is the cus- 
tom last. 


High heeled shoes will be shown in your town soon. Why not be the Style 
Leader by displaying them before September Ist? Order your sizes on the 
attached blank. Our lasts and patterns are ready. We can execute immedi- 
ately orders from one to one thousand pair. 


E. T. WRIGHT & CO., Inc. 
Rockland, Mass. 


To “aa 


E. T. Wright & Co., 
Rockland, Mass. 


Please make the following shoes (check the styles, 
leather and sizes you want). 


The Young Men’s Last—The Step-On-It 1) TanorBlack ] *Sizes (J 





The Custom Last— The Stuart 1 TanorBlack O *Widths 0 
: Price $6.25 
DN At cretthck Deeds eiet eos os Hew ie aabaweee Deed 
NN los yo'k Ag Weide slat hd Ulic nea Giatiie Mains. 04 eh caeesadee 












*Sizes run 6 to 10, widths A to D. 
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NE of the most interesting 

6) events of the Boston Shoe 

and Leather Fair was the 

Prize Cup Contest, as a result 

of which six awards were made 

to retail shoe merchants for pub- 
licity excellence. 

The contest was open to those 
in towns of less than 50,000 in 
size, as well as to those in towns 
over that size. However, the 
dealers in the little places evi- 
dently decided to “sit tight,” the 
judges reported, as almost all the 
material came in from cities of 
over 50,000. This was a bit dis- 
appointing, but perhaps another 
year, the “little fellows’ will 
“speak up in meetin’.” The re- 
sponses received came from a 
wide section of the country— 
some from the far West, and 
some from the South. 

The awards were as follows: 

I. Mfr’s Dealer Help Ad- 


vertising. 
Cup—Thomas G. Plant Co. 
Boston. 
1st Mention—Geo. E. Keith 
Co., Brockton. 


2nd Mention Stetson Shoe 
Co., So. Weymouth. 
38rd Mention—Rice & Hut- 
chins, Inc., Boston. 


II. Mfr’s Consumer Advertising. 
(Magazine & Newspaper Advertis- 
ing). 

Cup—Geo. E. Keith Co., Brock- 
ton. 

Mention—Thomas G. Plant Co., 
Brockton; Rice & Hutchins 
Inc., Boston; M. N. Arnold Co., 
North Abington; Regal Shoe 


Co., Whitman. 
III. Mfr’s Trade Paper Adver- 
tising. 
Cup—Rice & Hutchins, Inc., 
Boston. 


1st Mention—Thomas G. Plant 
Co., Boston. 

2nd Mention—Woodbury Shoe 
Co., Beverly. 

38rd Mention—M. A. Packard, 
Brockton. 
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Nine Cups Won In Contest At 
Boston Show 





IV. Retail Newspaper Adver- 


tising. 


A. Large Cities 

Cup—Wnm. Eastwood & Son Co., 
Rochester and Buffalo. 

Ist Mention—Thayer McNeil, 
Boston. 

2nd Mention—Wetherby-Keyser, 
Los Angeles. 

8rd Mention—Rice & Hutchins 
Retail Store, Boston. 

4th Mention—Geuting’s, Phila- 
delphia. 

5th Mention—Swope Shee Co., 
St. Louis. 


B. Small Cities. 

Cup—Farr, Allentown, Pa. 
Mention—Thos. S. Childs, 
Holyoke. 


V. Retail Window Displays. 
A. Artistic Display 


Cup—Thomas G. Plant, Tre- 
mont St. Store. 

Ist Mention—R. H. Fyfe 
Co., Detroit. 

2nd Mention— The John 
Murphy Co., Limited, Mon- 
treal. 

3rd Mention—Walker Shoe 
Stores, Evanston & Louis- 
ville. 

B. Salability Display. 
Cup— Klienhans, Buffalo, 
Mi Xe 

lst Mention—Woolf Broth- 
ers, Kansas City. 

2nd Mention — Geuting’s, 
Philadelphia. 

3rd Mention—Regal Shoe 
Store. 


VI. Retailer’s Direct Adver- 
tising. 
Large Cities 
Cup—Thayer McNeil, 
Boston. 
lst Mention — Fyfe’s, De- 
troit. 
2nd Mention — Byrns, 
Kansas City. 
38rd Mention — Geuting’s, 
Philadelphia. 
Small Cities. 
Cup—Thomas H. Childs, 
Holyoke, Mass. 
The large 7 x 9 parchment cards 
of certification, with their gold seals, 
signed by Everett H. Bradley, Presi- 
dent, and Thomas F. Anderson, Sec- 
retary, made a big “hit”; as did the 
Advance Prize Award Registration 
Cards. 

These cards were put into “the 
mysterious black box from which 
the mysterious prizes for advance 
registration ‘were drawn.” There 
were eight lucky ones. 

The first card drawn was that of 
George Peirce, Jr., of Providence, 
R. I., who was awarded a pair of 
W. L. Douglas Shoe Co.’s shoes; the 
next card that of H. C. Munroe, with 
the A. H. Howe Walk-Over Shop, 
378 Washington Street; Mr. Munroe 
was presented with a pair of Walk- 
Over shoes. The next six men will 
receive a gold plated Gillette Safety 


[CONTINUED ON PAGE 69] 
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M:: Gero. P. UTLEY was recently 
appointed Managing Director of 
our company, bringing with him a com- 
plete and thorough knowledge of the 
many merchandising problems confront- 
ing merchants today. 

Mr. UT Ley enjoys an enviable reputa- 
tion in the field of popular priced young 
men’s snappy styles and his achievements 
have won for him the confidence and 
patronage of many of the best merchants. 
Under Mr. UT ieEy’s guidance, Mr. 
H. A. Unxe, designer, has styled a 
complete new line of “Speed” Shoes 
known as HARSHLINE STYLE SHOES 
for Young Men. The new trade-mark 
will be backed by helpful advertising. 
Our representatives will have the com- 
plete new line in their hands by August 1. 
All styles will be carried on the floor. 
Write or wire to have representative call. 


Harsh & Chapline Shoe Co. 


NORTHWESTERN DEPARTMENT CRADDOCK TERRY CO. 
| ||. MILWAUKEE 
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Newspaper and Magazine Advertising 


ELLE Le 11) 


: ; 
YOUNG MEN’S 


 FpuUCATOR 
, ERNE 


Men and Young Men certainly bey “uyle” 
teday—bet with ayle, they demand comfort. 
In Fdecstors we hove bailt. with all that skill 
and quality workmanship will silow, the man's 
ides of real footwear, Young Men's Edacstors 
are recognizes leaders im every community 
where worth while, economical end comfortabl- 
footwear is appreeimed. Three styles are illus 
trated — many others are im dock ready for shy 
ment. The prices will pleasantly sarprise you a 
~ they sre so reasonable for such fine quality ire ee ot 


RICE @ HUTCHINS 


10 HIGH STREET a BOSTON, U. S. 


HEDIHPHOMONIIINe 


Style 1728 
ac Mens 


AEE I UE ey rie) 


: 
a 
A 
A 
3 
53 
4 
rs 
5 
A 
5 
. 


Cup winners at Boston—upper left, Manufacturer’s Con- 

sumer advertising. Upper right, Manufacturer’s Trade 

Paper advertising. Lower left, Retail advertising in large 
city. Lower right, retail advertising in smaller city. 
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BRAND new NOVELTY slipper cre- 

ation that was received with enthusi- 
astic acclaim by every buyer who saw and 
ordered it heavily in Boston. It’s a sure 
winner that will make sales hum during the 
coming season. If you have not yet been 
fortunate enough to see this slipper, wire 
or write at once and we’ll have a salesman 
show it to you. 


Novelty Slipper Co., Inc. 


121-131 West 19th Street New York, N. Y. 


Chicago Office: Room 704, Security Bldg. 
San Francisco Office: Pacific Bldg. 


=. a 
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Cup Winners in Direct Mail Contest 







At the upper left is shown two pages from the book- 
let produced by Thomas S. Childs, Inc., of Holyoke, 
i Mass., a cup winner. Also several samples entered 
by Thayer-McNeil Co. of Boston, another cup winner. 
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tyle- 
Qiyle- 


CYVOL LES 


better than gad hets- 
UTC WINKEL. 


Aare 


456 ALL PATENT !1G/8 SPIKE * $3.59 
457 ALL PATENT 13/8 CUBAN $ 3,42 
458 ALL PATENT 10/8 COLLEGE $3.50 
G55 STROLLER TAN CALF 10/8 COL.*3.60 
G56 STROLLER TAN CALF 1G/8 SPI. $3.¢° 
G57 STROLLER TAN CALF 13/8 CU.#3.¢9 
855 BLACK SATIN 10/6 COLLEGE #3.60 
85G BLACK SATIN 1678 SPIKE $3.59 
857 BLACK SATIN 1378 CUBAN +359 


Soy 


476 ALL PATENT 16/6 SPIKE $3.50 
477 ALL PATENT 13/8 CUBAN #300 
876 BLACK SATIN 1G/8& SPIKE $3.50 
877 BLACK SATIN 13/8 CUBAN 43.50 


B and C Widths 
MINIMUM ORDERS 18 PAIRS 


Cc”) 





« [heres a HANNAHSONS 
distributor in your section.” 


CAsk wel igs Als Fane 


CUA SONC S| 


JG. 
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Examples of Beautiful Publicity 
Direct by Mail 
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All were taken from ex- 

hibits of retail mer- 

chants at the Boston 

show. A mine of ideas 

for those who studied 
them. 


WZ 
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BEEBE LEATHERS 








(Reptile Grain Leathers) 


recently added to the Beebe lines. Skillfully 
embossed leathers—strikingly reptilian 
and brilliant in appearance are now 
offered to the trade with the same as- 
surance of better than ordinary values 
that has always been our policy 


LUCIUS BEEBE.& SONS, Inc. 


BOSTON, MASS. 


The Beebe Leathers include Corona Paten: Colt and Sides, Vics Kid, Ayer Chrome Calf. 
lain, Sheepskins, Suede Calf, Grain Calf, Side Leathers, Splits, Satins and Shoe Fabrics 




















When writing to advertisers please mention Boot anv SHog Recover 








July 17, 1926 BOOT AND SHOE RECORDER 


Window Trims and Dealer Helps 


More Prize Winners at the Boston Fair 


The judges gave the above the cup for the most artistic and efficient dealer help. 


Kleinhans Co., Buffalo, N. Y. Queen Quality Boot Shop, Boston 


In the window display contest, the judges considered two classes of entries—those which were avowed- 

ly designed to be artistic and those which were avowedly designed to influence people to buy. The cup 

for the former went to the Queen Quality Boot Shop on Tremont Street, Boston. The latter was awarded 
to the Kleinhans Co., Buffalo, N. Y. 
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SEVEN TANNERIES 
Co.I 











NGOS 


Gj] . TRADE MARK LEATHERS are: Tan Royal Calf, Willow jf 
} © “Call, Ooae Calf, 162 Box Calf Royal Paicot Sides, Spring Cat {Hl (HE 
Sides, Empire Sides’ Softah Sole. , ey 





Ability to Produce in Quality and Quantity 


Willow Calf 


Appropriate for all Styles in Men’s and Women’s 
Fine Shoes 


Patent Sides 
Colored Sides 


In all Popular Grains and Shades. 


AMERICAN HIDE & LEATHER COMPANY 


Offices and Stores 
BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 


AMERICAN HIDE & LEATHER COMPANY, Lid. 
Northampton and Leicester, England; Paris, France 
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Stylists Spring the High Arch 
Shoe for Men 


the times in men’s footwear 

was the totally unexpected ap- 
pearance at the Boston Shoe and 
Leather Fair of the high arch shoe, 
carrying with it a 10/8 and, in ex- 
treme cases, even a 12/8 heel. Men 
have worn high heels before in this 
country but it has been such a long 
time that to many of the younger 
men of the industry they were abso- 
lutely a new “wrinkle.” 

Equally significant, too, was the 
interest displayed in them by mer- 
chants and manufacturers alike. 
Lasts over which they were made 
and shoes themselves, made over the 
new wood, were freely sampled. 

Back of this move on the part of 
the stylists of men’s lines is the de- 
sire to capitalize on the diminishing 
width of the trouser bottom. Not 
so very long ago, extreme trouser 
bottoms were something like two 
feet wide, and then some, by half an 
inch. They have shrunk season by 
season until the fall of this year 
will see the almost universal adop- 
tion of a bottom width of 19% 
inches. Next spring they will be 
back about where they started— 
171% inches. 

Wide trouser bottoms, trailing on 
the ground and modestly hiding the 
ankles of male wearers, were re- 
sponsible for wide toed shoes. 
Therefore, it is argued, the disap- 
pearance of the wide bottom must 
necessarily bring about a reversal 
of form in shoe styles. 

The toe shape seems to be where 
the rub comes. Of all the high arch 
shoes shown at the Boston show, 
none were bold enough to boast a 
forepart as stubby and as sawed off 
in appearance as the balloon last 
which has been so popular all over 
the country. There were round 
toes, toes closely approximating the 
custom, and brogue toes—but no 
square toes. They do not go, say 


G tie “tes of the trend of 


style authorities, with narrow trou- 
ser bottoms. 

Back of this is a sound theory. 
Long pointed toes with the widest 
of balloon botton trousers (to cite 
an extreme case for the sake of ex- 
ample) give the appearance of en- 
tirely too long a foot. Furthermore, 
a square, sawed-off toe to the shoe is 
necessary abruptly to break the long 
streamline of the wide trouser. That 
streamline must be stopped some 
place and stopped abruptly. It can- 
not be allowed, for the sake of ap- 
pearances, to taper off into nothing 
as it would were it used in connec- 
tion with the pointed toe. Hence 
the optical usefulness of the square 
toe in connection with the wide 
trouser. 

Now look at the other side of the 
picture. The narrower the trouser 
bottom grows, the more necessary 
becomes the narrower toe—not only 
to give the foot the appearance of 
the correct length but to supply a 
properly drawn line from the bottom 
line of the narrow trouser bottom to 
the toe of the shoe. In this case, 
there is no bell bottomed line to 
need an abrupt breaking off as in 
the case cited in the preceding para- 
graph. 

Trouser bottoms, as has been said, 
will probably get down to around 
1714 inches next spring and the toe 
of the shoe, therefore, is of extreme 
importance. 


back for a moment, 
however, to the high arch 
shoes, with their high heels, its 
sponsors are responsible for the 
claim that it is eminently a com- 
fortable shoe—that there is no feel- 
ing of “tilt” when wearing them. 
They are made with considerable 
spread to the ball and are decidedly 
an innovation. 
This, however, is for spring, 1927. 
Immediate prospects for fall are for 


ETTING 


a continuation of lasts as we now 
have them. The square-toed effects 
are by no means passe and the only 
radical change in sight at the pres- 
ent time is for heavier soles, of 
course, to mark the change from 
warm to cold weather—just as straw 
hats will give way to felts and even 
to derbies as the winter season ap- 
proaches. 


EATHER colors will not be 
changed appreciably except that 
the very light tans will probably be 
superseded by the darker tans and 
some browns. There has been talk 
among tanners of the old ox-blood 
shade which found favor once in the 
past as a means of swinging men 
away from black shoes, to which they 
were wedded. Blacks promise to 
show a gain this fall and it may be 
that there is a place for a color new 
to this generation of stylists. 


Nine Cups Won in Contest 
[CONTINUED FROM PAGE 59] 


Razor—Ben Goodman, 150 Asylum 
Street, Hartford, Conn.; J. P. 
Lemire, 380 St. Catherine Street, 
Montreal, P. Q.; David Fried, 1253 
Washington Street, West Newton, 
Mass.; R. J. Donnelly, 16 Hyde 
Park Avenue, Jamaica Plain, Mass.; 
John Trimble, Calais, Maine; Carl 
O. Lwander, Granite Street, Quincy, 
Mass. 


Maurice Morad with LaTours 


ROCHESTER—Maurice Morad of 
Buffalo has been appointed manager 
of the LaTours shop, located at 57 
East Avenue. This store features 
LaVogue for women and carries 
high-grade millinery. 
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For the new High Front Models—GORING, of Course! 





DANVERS 
A new high front 
style made by 
Bliss & Perry Co. 


Newburyport, Mass. 


Bliss & Perry Company are firm believers in 
gored styles. It is interesting to know that in 
order to make doubly certain of their customers’ 
satisfaction they not only use HUB GORE but 
also support the outer panel with an under strap 
of goring. 


The higher the front the \ N greater than ever importance, 
more important it is that the which naturally turns shoemen 


natural grace of the instep line ~N sil who base their success on repeated 
should be always preserved on the ' satisfaction of the consumer, to styles 
foot of the wearer. made with HUB GORE. 


There is nothing like goring to insure a To specify HUB GORE is to be sure of 
smooth, unwrinkling and ungaping high front. perfect unpinching fit—and, above all, respon- 


Fitting qualities in shoes have taken on sible service. 


HUB GORE MAKERS 


Branch of EVERLASTIK, Inc. 
CHELSEA, MASS. 
1107 B’way, New York 


HUB GORE 


GUARANTEED FOR TWO YEARS’ SERVICE 
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THE QUALITY SHOE MARKET OF AMERICA 


THE CAHILL SHOE COMPANY THE JULIAN & KOKENGE COMPANY 


THE STANLEY DUTTENHOFER SHOE THE ROTH SHOE MANUFACTURING CO. 
COMPANY 


THE VAL DUTTENHOFER SONS COMPANY THE KRIPPENDORF-DITTMANN COMPANY 


THE HOLTERS COMPANY THE VOLLMAN-LAWRENCE COMPANY 


THE CHARLES MEIS SHOE COMPANY THE SCHEIFFELE SHOE COMPANY 
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“Discontinued in our next—” 


You know how installments of serial stories in magazines end with 
some such phrase as “to be continued in our next.” And when the 
following issue of the magazine appears, its reader finds another 
portion of the same story. The publisher, of course, likes to use 
serials because they bring readers back again and again. 


In the shoe business, too, you’d like to carry the same lines season 
after season. But too often a line is not a serial but a short story, and 
not a short story with a happy ending, either. Many a line lasts only 
until the end of the season, when it is cleared out at a sacrifice and 
“discontinued in our next.” Instead of running on, it has simply run 
down and out. 


Someone has said that the clearance season is the time when a man 
takes big space in his newspapers in order to advertise his mistakes. 
That remark is a bit unfair, for just as the most careful housekeeper 
has to have a house cleaning week in spring and fall, so even the most 
careful shoe merchant has to hold a summer and a winter clearance. 


It is true, however, that clearances ought to be recognized as neces- 
sary evils and held down as much as possible. They certainly are 
not profitable to the merchant who sees shoes sold at a fraction of the 
price he hoped to get for them. And even the customer is not thor- 
oughly satisfied. The shoes are as much out-of-season to her as they 
are to the man who is offering them at a mark-down. The clearance 
does not build up good will any more than it makes money. In fact, 
too many or too long clearances invariably give the store an undesir- 
able “bargain basement” atmosphere. 


But what is the best way to “shrink” clearance sales? Obviously, it 
is to cut down the number of lines carried. The Cincinnati market, 
for instance, offers every shoe merchant an ample selection of shoes 
in all classes and at all prices. The merchant who carries a relatively 
small number of well-balanced Cincinnati lines will not wish to “dis- 
continue” at the end of the season. He has not bought so many shoes 
that large quantities remain to be thrown on the market at sacrifice 
prices. His turnover has been good, his clearance is small, and he is 
ready to re-order the same lines for the coming season. 


Right now, you are planning or holding your summer clearance. 
Think over what we’ve said in the light of the actual situation in your 
own store. How many shoes are you trying almost to give away? 
How many lines are you going to discontinue? Every shoe that is 
dumped on a bargain counter—every line that is dropped at the sea- 
son’s end—represents an increased cost of doing business and a cut 
in your year’s profits. 
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So when you buy at the beginning of a season, think of the end of the 
season, too. Pick out one manufacturer of good, sellable Cincinnati 
shoes in each grade and play him across the board. No one can carry 
all lines—no one can offer all styles. A few good Cincinnati lines 
will give you as many shoes as you can sell, and why carry any more? 


* * * 


A post-card compliment your customers will 








appreciate 


As you may conclude from the foregoing, we are 100% anti-clearance 
and believe that clearance sales can be reduced very largely by con- 
centrated buying. On the other hand, there always will be some 
leftovers at the end of the season and probably the clearance sale will 
never be eliminated altogether. So we're offering this suggestion 
about clearances—since they must be held—in order to make them 
just as productive as possible. 


This post-card plan is a simple and effective way of getting your 
clearance sale off to a flying start. Before advertising the event in 
the newspapers, send out an advance card to a selected list of cus- 
tomers. It may be worded something like this: 


Dear Madam: 


Our summer clearance begins Monday, July 19. At 
least, that’s the date for the general public, but it needn’t 
be the date for you. For if you will call at our store, with 
this card, on Thursday, Friday or Saturday, July 15-17, 
we shall be glad to give you first choice of our many clear- 
ance values. 


“First come, first served” is particularly important dur- 
ing a clearance sale in which sizes are certain to become 
incomplete. So in appreciation of your patronage, we are 
glad to give you this opportunity to be “first.” 


Cordially yours, 


(Your signature here) 


This card is, of course, self-explanatory. You are paying the people 
to whom you send it a compliment and giving them an opportunity. 
And they are going to appreciate the one and take advantage of the 
other. One of the largest retail shoe stores in the United States has 
been using this post-card idea for some years, and always with grati- 
fying results. 
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Ties are a good bet for Fall. 
Roth-made Ties are the best bet of all. 





From a style and profit-carrying standpoint, Roth Ties have 
always led. 


This season they are more attractive to the eye, the foot and i 


the cash register than ever. 


Quick sales are assured—quick turn-over, too. 


The Famous Band Grip (adjustable girdle support for both arch 
and sides of foot) can be incorporated into any pair. 


Ask us to send Salesman—we will do that quick, too. 


HeROTH SHOE”4@ 


zr CINCINNATI # 


Manufacturers of Ties - - - Supreme 


New York Office: 
842 Marbridge Bldg. 


A. B. Clarke, Representative 
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BUY A LINE OF SHOES FOR YOUR 


“salable to the last pair” 


When writing to advertisers please mention Boot AnD SHOE RECORDER 
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Key-Customers 


OUR Key-Customer is the woman 

of fashion. She is a style leader 
—first to sense the newest fashion note. 
And by virtue of her recognized good 
taste others watch her and follow her 
selections. 


Sell her, and you have unlocked the 
door to a volume-business on style 
footwear, provided you give her qual- 
ity as well as style. 


THE STANLEY DUTTENHOFER 





SHOE CO., 


Stanley Duttenhofer shoes are espe- 
cially styled for your Key-Customers. 
But at the same time they are built ac- 
cording to the highest standards of 
fine shoemaking. This quality, that 
has back of it the experience of nearly 
three generations of Duttenhofer shoe- 
making, only partially explains why 
Stanley Duttenhofer shoes are “salable 
to the last pair.” 


CINCINNATI, OHIO 


“The Colleen” 
Patent trimmed in Parch- 
ment reptile, 18/8 heel, 
blonde cord lace. 
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‘LIKEan INTRODUCTIO 


If you were opening a store in a new town, 
you would appreciate a public introduction 
from an influential friend—its great value 
would be obvious. 


But such an introduction is equally valuable 
for new and additional business in your own 


town. 


If you want this friendly, result-getting intro- 
duction to those not now trading with you— 
read the next page— 


The Quadrille 


A popular Foot Saver pattern fea- 
tured in magazines read by women 
in more than four and a half 
million homes of America. Esti- 
mated actual readers 8 to 10 million 
monthly. 


Carried in stock—ready to ship. 
Widths AAA to D—sizes 4 to 10. 


Model No. 383—patent leather four 
strap. 


pote 384—Same as above in black 
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10M A prominent FRIEN D 


Foot Saver advertising is like an introduction from a 
well-known friend. 


It introduces to you many strangers who should be 
your customers. It directs them to your store—and 
gives them added confidence in you because they have 
confidence in Foot Savers. 


This, Mr. Merchant, is additional business for you 
—additional business that you otherwise would not 
have, and added business you know, under your same 
over-head, is the big profit business that counts most. 


Ask any of your Merchant Friends about Foot Savers. 
You will find them enthusiastic about these beautiful, 
light, airy welts, with their patented, scientific con- 


struction that makes them fit so snug and comfort- 
able. They produce Mr. Merchant, the kind of sales 
that make the solid foundation for a permanent, 
profitable and ever-growing business. 


The valuable Foot Saver Franchise is open in a few 
territories. Write TODAY for details of the Foot 
Saver opportunity. 


aX 


> THE JULIAN & KOKENGE COMPANY 


Makers of the famous J & K 
Arch Fitting Shoes for Women 


East Fourth Street 
CINCINNATI 
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JULY WHITES 








Eight splendid styles—seasonable numbers which we 
earnestly recommend and offer for immediate shipment 


No. 8788—CMSC-Made White Kidskin One Strap — 
16/8 full-breasted Span-Spike heel, A to C $4.0 
No. 8786—Same, 14/8 Cuban covered heel, A to sane 
No. 4137—White Kid Pump with fancy die-out applique 
and square punching; 17/8 full breasted Spike heel, 
A to C 8% 
No. 4136—Same, 14/8 Cuban covered heel, A to C.$3.85 
No. 4050—White Kid Step-in Pump with White Lizard 
trimming; 10/8 low covered heel, Growing Girls’ Last, 
B to C $3. 
No. 4637—Same, Sea Island Cloth, 10/8 covered bap 
2.35 
No. 4630—Same, Sea Island Cloth, 8/8 covered pes 
B to C $2.35 
No. 3290—White Cabretta One Strap with gimp stitch- 
ing and punching; 10/8 white leather heel, rubber top 
lift, Growing Girls’ Last, C $2.8 


No. 4107—White Sea Island One Strap with White Kid 
strap and trim; 14/8 Cuban covered heel, B to C. .$2.35 
No. 4100—Same, Growing Girls’ 9/8 low covered heel, 
B to C $2.35 
No. 4019—White Duck One Eyelet Tie with cut-out Kid 
stay; 15/8 Half Louis covered heel, C 

No. 4018—Same, 14/8 Cuban covered heel, C $2.00 
No. 3129—-White Duck One Strap with slashed strap of 
White Cabretta and trim; 13/8 Cuban covered heel, 
B to C $2. 
No. 3128—Same, 15/8 Half Louis heel, B to C $2.00 
No. 4016—White Duck One Strap with vamp ornament 


of Kid; 13/8 Cuban White leather heel, rubber top lift. 
$1.42, 


No. 4017—Same, 10/8 low heel $1.42', 








The CHARLES MEIS*SHOE COMPANY 


CIN¢ 


INNATI 


CATALOGUE ISSUED EVERY MONTH 








A SHOE FOR EVERY SHELF IN YOUR STORE 
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Is mere chic in this style for fall 


THE CAHILL SHOE 


CINCINNATI 


a “ 
st 
“ 
. tks x, 
is 


ey: 


0. 5657 


Patent Leather, Sauterne Calf 
Apron; Stroller Tan Calf, Rose 
Beige Apron; Sauterne Calf, Rose 
Beige Apron. 


LIGHT WELT 


CQ. 
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ADELPHIA 


Patent gore colonial with buckle; 
trimmed with contrasting leathers 


NAVAHO TIE 


A distinctive fall pattern made in 
all leathers 


DEPENDABLE 
Styles 


For Fall Selling! 


Here are three styles from our complete 
line of fine shoes for your fall trade. 
K-D styles and quality are known from 
coast to coast, and discriminating mer- 
chants always give K-D footwear first 
place in their requirements. 


The Krippendorf-Dittmann Co. 
Cincinnati, Ohio 


Style Quality Service 


VESTA STRAP 


Patent leather with dull inlay. A 
neat strap for all-black or contrast- 
ing materials 
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BUILD FOR THE FUTURE, 
NNITH PILLARS OF PROFIT 


REMYVE 
JUR. BUSINESS 
CRAFTSMEN FRUM CUMPETITION 
“SOUL INSPIRED’ VULLMAN-LAWRENCE 


BY THE HEARTS OF Ny, " SJUL- INSPIRED" 


BY SKILLED 


MEN WHO PRIDE WELTS AND TURNS 
THEMSELVES NOT IN ARE THE TORCHES THAT 
THEIR WORK BUT IN THEIR: LIGHT THE WAY TO BETTER_. 


PROFESSION BUSINESS 


THE VOLLMAN LAWRENCE CO: 


CINCINNATI 
Also Makers of “Footrest” and “Madame Bo’coeur” Shoes 
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Can ictn NAT) 





ave you a 
Light Six’ 


your arch-support line? 


OU know how the motor car manufacturer, in addition to his 
top-price Big Six, makes a Light Six that sells for several 
hundred dollars less. And in this way he reaches a wider six 


cylinder market. 


It’s the same with arch-support shoes. You probably have an 
arch-support shoe retailing around $10.00. But how about the 
low end of your arch line? The Protex Arch Shoe, costing you 
from $4.60 to $5.00, will appeal to the large class of women who 
want arch-support shoes at less than the usual arch-support price. 


The CLARA But in spite of its low price, Protex has high-priced features. 

No. 54—All black Kid four-button, and Every model is backed by a quick-service In-Stock Department 
ARCH, 18/2 leether heel, robber top that gives you 100% size service, cuts your stocks, speeds up turn- 
No, |S& Same in all patent, Price over and cuts down clearances. And every model is gracefully 
shaped and correctly styled. As for the arch-support, Protex 


offers all that any arch-support shoe can offer. 


Protex widens the arch-support market. Protex makes sales 
the higher-priced shoe cannot make. There’s room for Protex 
in your store and every store. Write for our In-Stock list today. 


The Holters Company 


The ZELDA Branch of The United States Shoe Company 


3—Patent t t 1 t-out ° . . . ° 
Ne URINATION PROTEX ARCH. Sixth and Sycamore Sts., Cincinnati, Ohio 
13/8 ry _— rubber top-lift. 3 
Price $4.60 Minneapolis Office: 723 Boston Block 
No. c4tame te black kid. Price 
$4.60. 


PROTEX ARCH / if SHOES MOVE! 
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well tell you 


LL about the big, new merchandising plan that we’re 
putting back of The Flexridge Shoe. 














—, 












From a standing start, this shoe has made a real dent 
in the shoe business within one short year. You've prob- 
ably heard about its success in Detroit, Kansas City, == 
Seattle, St. Louis and other points—north, east, south 
and west. 

Flexridge has made the outstanding record that only 
such an outstanding shoe could make. A stylish shoe 
with a feature—a shoe you can give a real sales talk on 
—a shoe that’s out of cut-price competition—a shoe you 
ought to be carrying today. 



















Our men are now out with a merchandising and ad- 
vertising proposition that is going to help Flexridge 
break even its present fine records. We sell you more 
than shoe leather and styles—we sell you an idea and 
give you the material with which to put it across in 
your town. 








For two cents—the cost of a stamp—we will have a 
representative call and show you Flexridge and tell you 
all about the Flexridge opportunity. Better write that 
letter now! 


THE DUTTENHOFER BRANCH 
of THE UNITED STATES SHOE COMPANY 
Sixth and Sycamore Sts., Cincinnati, Ohio 
















Gentlemen : 







Without obligating me, please have your representative call and give me 

THE DUTTENHOFER BRANCH the full details of your new Flexridge proposition. 
of The United States Shoe Company : PE 8555 5:9 0.5590 4.9409 450050000050 0055504040 600n000 uses seheeesesieancan 
Sixth and Sycamore Streets PE N59 65454 95:0044 9509505044 0046 4bN 05 05.055560505650s4eebRSReCwEs 
Cincinnati, Ohio Pe ewan eesase Cons sok0 055590456060 0es ses edesedinndeedenncbesebeowaesus 
J DIBEO 2 coccccccccccccccccccccecesccesvevescecccecsceccvesccesocccoeeces 
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Look it over! 


—The Scheiffele Fall Line 
is ready Now 


IGH style patterns — perfect 

fitting juvenile lasts—light, 
flexible welt construction—a real 
In-Stock Department—no wonder 
Scheiffele shoes for girls are popu- 
lar with merchant and consumer 
alike. Sturdy, long-wearing shoes, 
yet feather-light and flexible as a 
willow branch. Our exclusive 
Schei-Flex sole combines all the 
best features of both oak and flex- 
ible leather. 


No waiting for orders to be filled, 
either—our In-Stock Department is 





100% on the job and gives you what 
you want and when you want it. 
When you carry the Sally Walker 
shoe, you can keep sized up without 
becoming overstocked—you have a 
greater turnover throughout the 
season and a smaller clearance at its 
end. 


Our full line is now ready—and 
every model is worthy to be in- 
cluded in one of the fastest selling 
lines of juvenile shoes now on the 
market. Write us, today, for repre- 
sentation in your territory. 


THE SCHEIFFELE SHOE COMPANY 


Creators of Sally Walker Juvenile Welts for Tots and Teens 
Branch of The United States Shoe Company 


Sixth and Sycamore Sts., Cincinnati, Ohio 
Cleveland Office: 
1538 Union Trust Blidge. 


Chicago Office: 
36 S. State St. 


The Kippy—In Stock 


No. 482—tThree-eyelet tie in Stroller 
tan calf with amber alligator tongue 
and saddle, Goodyear welt, flexible 
Schei-Flex sole, and one-inch heel. 
Sizes 2% to 8, widths AA-D. 
Price $4.25 
No. M482—As above, except with 
6/8-inch heel. 
Sizes 11% to 2, widths B-D. 
Price $3.35 
No. C482—As above, except with 
spring heel. 
Children’s sizes 8% to 11, widths B-D. 
Price $3.00 
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You Can Prevent This! 
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"Tuts illustration proves that the ordinary methods of 
attaching wood heeis is unsatisfactory. The victim might 
escape serious injury, but you cannot escape. You have lost 
a customer. Why do you permit such occurrences when 
you can easily remedy this evil— by specifying ALPHA 
Woop Hee: Screws? 


Women expe¢t not only style and comfort in their foot- 

— ta vain wear, but also security. They are not familiar with the 

psn eee, Seemed of shoe’s construction, but they have confidence in you. A 
LPHAWOo0D HEEL Screws by the ; . 

loose heel will destroy that confidence. For your own pro- 


manufacturer. An important little : o! 
detail that will safeguard your tection, as well as that of your customer, insist upon the 


customer and help create goodwill use of ALPHA Woop Hee Screws in all your shoes. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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WITH THE BUZZ- SAW! 


—or flirt with. failure by trying to make high 
grade Quality Shoes with low grade leathers. 
Use Steruinc Patent Cott or STERLING PaTENT Kip 
leathers and be in a Safe position all the time. 


2 PATENT 


Sterling Colt Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY -~-- BOSTON, MASS. 
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Duncan, Moran-Hermann’s 
Vice-President 


G. R. Duncan has recently become 
associated with the Moran-Hermann, 
Inc., manufacturers of turn foot- 
wear, Auburn, Maine, as vice-presi- 
dent, and will sell this line on the 
road. 

Mr. Duncan has been selling shoes 
for the past 15 years, having repre- 
sented Dugan & Hudson Co. in the 
South and the Burrows Shoe Co. in 
Western Pennsylvania, Northern 
West Virginia and a part of New 
York State. His 15 years’ experi- 
ence- covers very largely Missouri, 
Western Pennsylvania, Western 
Virginia and Western New York 
State. He has a very large acquaint- 
ance with retail buyers. 

Mr. Duncan served in the World 
War for a period of 27 months, 19 
of which consisted of overseas duty. 
He entered the service as a private 
and was mustered out at the end of 
the war as a first lieutenant. 


G. R. Duncan, vice-president, and 
shoe traveler for Moran-Her- 
mann, Inc., Auburn, Me. 


Pete Sullivan Sells Royal 
Shoe Line 


Peter B. Sullivan sells, as well as 


supervises, the production of the 
Royal Shoe Co., Randolph, Mass. 
Pete is a practical shoemaker. He 


learned the trade in his ’teens, and 
not only understands shoe construc- 
tion but all of the materials that go 
into the making. He has an ever- 
increasing number of friends in the 
territory which he covers—Wash- 
ington, Baltimore, Philadelphia and 
New York—to whom he is now 
showing his new line for next fall 
and winter in light tans and darker 
shades of tan, as well as black, in 
both narrow and wide toes, in the 





I- 


*‘Bravo,”’ Says New En- 
gland to Shoe 


Travelers 





Boston.—The executive com- 
mittee of the Boston Shoe and 
Leather Fair of July 6-8 has 
highly complimented the shoe 
travelers of the Men’s Hospi- 
tality Committee which so 
ably assisted in registration, 
and in the memorable trip 
‘long side $ Massachusetts 
shores. T. A. Delany, Na- 
tional. Secretary of the Shoe 
Travelers’ Association, and his 
knights of the grip, did splen- 
did work. 

This is the honor line-up: 
Tom Delany and his two lieu- 
tenants, H. J. McNulty and 
Harry P. Lynch, Henry J. 











Wagner, Bill Larkin, Harry 
Goss, Nat Adams, Les Hunt, 
“Uncle Bill” Brennan, Arthur 
Darling, Steve McAvoy, Frank 
Newhall, Frank W. Lord and 
Dan Carr. “Syd” Curry, “The 
Eats” chairman of the “Rose 
Standish,” Larry Duffy, the 
merry crew’s cap; Bunny Arm- 
strong, song and dance chair- 
man, and all the other shoe 
travelers were most active in 
extending New England hospi- 
tality to the visiting buyers. 

Last but not by any means 
least, Charles W. Morrill, 
vice-president of the N. S. T. 
A., represented the wholesal- 
ers of the country, and the 
president of the N. S. T. A— 
Charles W. Evans—both on 
the boat ride and at the regis- 
tration booth. 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 





There is a goodly 


” 


heavier types. 
showing of young men’s “snappy 
patterns as well as in the more con- 
servative types. 


Frohman “Puts It Over”’ 
for Cornell 


Jack Frohman, who “tied up” sev- 
eral months ago with Cornell Shoe 
€o., producers of fine turn footwear, 
Brooklyn, is highly elated over the 
way his ¢ustomers are receiving the 
line. He is continuously booking 
good orders, and looks for an unusu- 
ally successful fall season. The line 
for the coming season is ready and, 
according to Jack, it is one of the 
most beautiful this house has ever 
turned out. 

Mr. Frohman has started on his 
first trip and expects to make the 
complete rounds among his trade. 
He covers all the large centers east 
of Pittsburgh. 


Jack Frohman, who covers all 

the large centers east of Pitts- 

burgh for the Cornell Shoe Co., 
Brooklyn, N.Y. 


Moves Boston Sales Office 


William E. Gerrish and Harry D. 
Dodge of Dodge Bros. Shoe Co., 
Newburyport, Mass., are now show- 
ing shoes to the visiting buyers 
*tween trips from their salesroom, 
505, 183 Essex Street. They were 
formerly at 139 Lincoln Street. 
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The trim fit of good satin shoes 


emphasizes style 


And satin shoes make the feet look smaller, 
which is another reason for the sustained popu- 
larity of this type of footwear. 

As for wearing quality, there is never any ques- 
tion of that when shoes are made of Skinner’s 
Shoe Satin. Your customers know this as well 
as you do, because the Skinner name has stood 
for dependable service in satins of all kinds for 
sO many years. 


That is the reason why it is a distinct advan- 
tage to specify Skinner’s Shoe Satin in either 
“Brooklyn” or “5004” quality. You are then 
entitled to show the Skinner gold label in the 
heels of your satin shoes, which makes them so 
much easier to sell. 

Skinner’s Shoe Satin is made in all the fash- 
ionable colors and is 36 inches wide, with a 4-ply 
cotton back. 


WILLIAM SKINNER & SONS 
New York, Chicago, Boston, Philadelphia 
Mills, Holyoke, Mass. Established 1848 
The world’s largest manufacturers of Shoe Satin 


Skinner's 
Shoe Satin 
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E. H. Muse 


E. H. Muse, who travels the 
Southwest for E. P. Reed & Co. 


Muse Travels Southwest 
for E. P. Reed 


E. H. Muse, who travels the South- 
west for E. P. Reed & Co., has re- 
cently established a sales record for 
himself by opening seven new 
Matrix accounts in Texas in one 
week, as a result of visiting eight 
towns. This means that he did a 
lot of mighty good selling. Mr. 
Muse is an excellent salesman. He 
was “sold” on Matrix shoes from the 
start. He says that he saw the big 
possibilities that were presented to 
him through this shoe, and then he 
went ahead. 

Mr. Muse has been active in sell- 
ing for a long time. He was for- 
merly president of the Southwestern 
Shoe Travelers’ Association and is 
a good worker for that organization. 
It seems that everybody “on the 
road” knows Ed. Muse. And there 
isn’t a more enthusiastic man in the 
world than he is when it comes to 
Matrix shoes. 


Ed Muse “Peps Things Up” 


To illustrate how “pepped up” 
“Ed” Muse is over Matrix shoes, one 
has but to read a letter recently re- 
ceived at the E. P. Reed & Co. fac- 
tory from this energetic salesman. 
Here it is: 

“Please send me the following ma- 
terial to my home address, 2201 
Mistletoe Avenue, Ft. Worth, Tex.: 

“Four order books; 12 pads size 
sheets; 100 order envelopes; and 75 
blank order envelopes. 

“Business is commencing to look 
like I will need this stuff, and if it 
keeps up you may ‘duplicate the or- 


der for later delivery’ providing you 
give me ‘Liberal dating.’ 
“Yours truly, 
“E. H. MUSE.” 
Looks as though “Ed” is looking 
for big game in business and that he 
wants to be well supplied with all 
the equipment. Judging from his 
sales records over the past few 
months we would venture the state- 
ment that he will need plenty of 
sales sheets. 


Correction on Roy 
Schneider’s Territory 


Roy F. Schneider was “featured” 
on the first page in the Shoe Trav- 
eler News in the July 3 issue, and 
right in the center column at that, 
but unfortunately a mistake was 
made as to his territory. Clark B. 
Rowley covers all of New York State 
outside of New York City and R. C. 
Silliman covers all of New England. 
We had said that Mr. Schneider 
covered New England and New York 
State, which was a misunderstand- 
ing on the part of someone. We 
would like to lay the blame on the 
printer, but obviously this is not a 
typographical error. Mr. Schneider 
is most desirous that we say that 
our mutual good friends Clark B. 
Rowley and R. C. Silliman are still 
covering their old territories as 
above stated, while Mr. Schneider 
has only Greater New York for his 
territory. 


Moyer with Murray-Dibrell 


The Murray-Dibrell Shoe Co. of 
Nashville, Tenn., wholesalers, an- 
nounces the recent addition of John 
H. Moyer to the company’s sales 
forces in the Southeast, Mr. Moyer 
making his headquarters at Jack- 
son, Mich., and handling the Mis- 
sissippi dealer trade. He has been 
several years on the road in the 
Southeast as a shoe salesman and is 
well known to the trade. He is the 
third new salesman added to the 
Murray-Dibrell forces within the 
past few weeks. 


Gardiner Travels for Saks 


Milton Gardiner, formerly one of 
the firm of the Elgar Shoe Shop, 
Baltimore, is now traveling for the 
M. J. Saks Shoe Corporation of New 
York. Mr. Gardiner covers terri- 
tory in Maryland, Washington, Vir- 
ginia, West Virginia and North 
Carolina, jobbing medium priced 
women’s novelties. Mr. Gardiner is 
well liked and has a good following. 
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Ted A. Ostenkamp of Richmond, 

Va., one of the organizers of the 

Richmond Shoe Travelers Asso- 
ciation 


“Ted” Ostenkamp Is ““Com- 
ing Back” 

“Ted” A. Ostenkamp has decided 
to come back to the road once more. 
The shoe trade remembers “Ted’s” 
activities in 1920 and 1921—when 
he organized the Richmond Shoe 
Travelers’ Association—of which or- 
ganization he was secretary. 

“Ted” is a hard worker. Back in 
1922, he was taken ill and suffered 
a serious illness. Before he had en- 
tirely recovered, he liked shoes so 
much that he disobeyed his doctor’s 
advice and went South again with 
the line of a well-known women’s 
shoe house. He later decided to take 
up sales work in Richmond and has 
been associated with the National 
Cash Register Company for the past 
two months. 

With the constant urging of many 
of his friends and his brother-in-law, 
Henry Burcher, who represents C. 
P. Ford & Co., and the American 
Shoe Co. in Dixie, he has made up 
his mind to again become a member 
of the shoe traveling craft, “pro- 
vided,” he says, “that I can secure a 
line to my liking. I have always 
handled high-grade lines and feel 
that I can put ’em across in good 
shape.” 


Faulkner Back on the Job 


W. S. Faulkner, a salesman in the 
Southeast with the Murray-Dibrell 
Shoe Co., wholesalers of Nashville, 
Tenn., for some years, has returned 
to his duties on the road again alter 
an absence occasioned by illness. 
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Slide Safely Through 
the Summer Slump! 


RING the “‘dead summer season” back to life—with Keds. 
Your customers know them. Boys and girls, men and 
women all over the country know Keds and are asking for 
genuine Keds by name. This means that your sales efforts 
and sales expenses. are less, that your stock moves quicker, 
and that every dollar invested in Keds is working all the time. 


United States Rubber Company 


CONQUEST — a crepe sole SPORTSTER—a popular 
Keds that attracts boys and Keds for all summer sports. 
builds summer business. Grey corrugated sole Made 
Made in white or brown. in white or brown. 
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Give Canvas Shoe Displays 
Outdoor Atmosphere 


Sport Appeal Sells More Pairs 


featuring this appeal will sell 
more pairs of canvas rubber soled 
shoes. Canvas footwear should be 
featured in the store windows all 
through the summer months. Scenic 
backgrounds are valuable aids in 
creating a buying impulse on the 
part of the public. Rubber shoe 


HE appeal of the great out- 
doors is a strong one. Trims 


manufacturers are always glad to 
cooperate with retail shoe merchants 
with window trimming helps. 


HE writer has in mind a small 
merchant in a small town who 
believed thoroughly in the big sell- 
ing possibilities of canvas rubber 
soled footwear. He had only one 
window, but during the summer 


for AD Outdon 
- ard Indoor Sperts 


Keds ~ 


he Ideal Shoes 


months he divided it by a thin, 
three-feet-high wall, and in one sec- 
tion thereof he displayed canvas 
shoes on a white silk covered floor, 
with a background of white and leaf 
green silk. He gave his canvas 
shoes a_ distinctive, summer-foot- 
wear atmosphere, and consequently 
sold more pairs. 


In this canvas rubber soled shoe trim, the sport appeal is strongly emphasized through a scenic background of 


the great outdoors 
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ea [= E sponsorship of Paris and the acceptance 

Mie of the American woman are responsible for 

~ the present established and increasing popu- 
larity of black footwear. 


Quite naturally, this tendency toward black 
was strongly evidenced in the lines shown 
at the Boston Shoe Fair, where a conspic- 
uous feature of the display was plain black 
satin—frequently embellished with narrow 


bindings of metal cloth. 


Black satins will occupy an important place 
this fall, for “every woman appreciates the 


flattery of satin footwear.” 


DARBROOK 


Shoe Satins and Fabrics 


SCHWARZENBACH, HUBER & CO. 


31st Street 462-478 Fourth Avenue 32nd Street 
NEW YORK 


Chicago San Francisco Philadelphia Minneapolis 


When writing to advertisers please mention Boot anp SHOE RECORDER 
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BROOK Shoe Satins and fabrics, in com- 
mon with all the silks of Schwarzenbach, 
Huber & Company’s recognized excellence, 
appeal to the discriminating taste, and are a 
fitting expression of style, quality and ser- 
vice. Our “Ebony” black, in various Dar- 
brook qualities, is available for at once ship- 


ment. 


The Darbrook Collection of satins and 
novelty fabrics for boudoir slippers and 
mules presents the very latest develop- 
ments in both colors and weaves. 


DARBROOK 


Shoe Satins and Fabrics 


Represented by 


T. F. Leary, 10 High St., Boston, Mass. 
W. A. Gallup, Cincinnati, Ohio D. J. Finn, Philadelphia, Pa. 
Henley & McGaghey, St. Louis, Mo. Desmond & Hottinger, Inc., New York, N. Y. 
J. K. Reynolds Co., Chicago, Illinois 


When writing to advertisers please mention Boot anp SHOE RECORDER 








Titian Lizard 


SUFFICE LAST 





B-281—Patent Leather, Black 
Lizard Trim. 





Covered Heel—Light Edge 
SUFFICE LAST 





SAMARITAN LAST 





B-817—Black Glace Kid.... 
B-927—Harvest Brown Kid.. 
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SUFFICE LAST 








am —_ B-331-—Patent Leather...... 6.00 

"Fan Gee of. B-341—Black Kid.........: "3:25 
Covered Heel—Light Edge Covered Heel—Light Edge 
SUFFICE LAST 
SUFFICE LAST 

7 _" “ 4 B-907——White Kid......... 86.50 . 
ee ne Sere me... ag v4 B-S27—Patent Leather...... 6.00 Cloth, 
B-787A—Black Glace Kid... 6.25 B-837—Black Glace Kid..... 6.25 


Covered Cuban Heel—Light Edge 
PATSY LAST 








B-507—Black Glace Kid..... 86. 00 
— Reignskin 


5.00 

B807—Harvest Brown Kid.. 6.50 

Solid Leather a Rubber Top 
aift 


MANUFACTURERS & DISTRIBUTORS 


Rochester, NV. 


B-421—Marsala Tan Kid... 
B-431—Patent Leather...... 6.00 
Covered Heel—Light Edge 


July 17, 1996 





- 87.00 


SUFFICE LAST 





B-231-—White Reignskin 


White Calf Trim....$5.25 


Covered Heel—Light Edge 


SUAVE LAST 





; B-977—Black Suede (Cov 
B-261—Black Glace Kid....$6.00 - ype cee 6.50 
B-2a7—_White HiT $348 Solid Leather Heel with Rubber Top B{317_ Bisck ‘Gisce itd: * "6-00 
Covered Cuban Heel—Light Edge PATSY LAST ' pe ie wg Re Kid. - 


Solid Leather Heel with Rubber Top 


Lift, except 977 


SUCCOR LAST 
















SIZES 
AAA,5 -9 A,4 











AA, 4%-9 B; 3%-9 D,3%-9 


New York City, 612 Marbridge Bldg. 
Chicago, Majestic Hotel 
Los Angeles, 107 E. Sth Street 
Oakland, 424 Belview Ave. 


-8 C,3%-9 








Send for Catalo 
details regarding Business 
Building Agency Pian 


and further 
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Clearance Sales Now Dominate 


Retail Shoe Field 


Whites Have Moved Slowly in Most Sections 


HIS is the season of summer clearances in the retail shoe shops of the country, and the sales this 


year, according to reports, vary but little from those of previous years. 
summer footwear is being moved at reduced prices. 


A large quantity of 


Buying that was delayed by the earlier un- 


seasonable weather is now clearing the shelves of the retail trade, but at prices which mean slim: prof- 


its. 


The white shoe business this year was poor in most sections of the country, due to a combination 


of adverse weather and the popularity of the light shades of kid, which, to some extent, replaced white. 
However, the retail trade as a whole appears to be in good shape and merchants are looking forward 
with more optimism than usual to a busy and profitable fall season. 








NEW YORK 








Sales Stimulate Trade 


TORE recruits to the ranks of 
N the stores. holding summer 
clearance sales joined up last week. 
Practically all stores have cut 
prices on at least a part of their 
stocks. The sales, as a whole, are 
well patronized and the retail busi- 
ness is more brisk, because of this, 
than it has been for several months. 
Whites are being slashed in price 
now, rather liberally. The lower 
prices have induced many women 
who held off buying whites because 
of the earlier adverse weather, to 
step in and fill their requirements 
now. Taken as a whole, however, 
the white season has not been good. 
The weather stifled the early de- 
mand, light colored kids also cut 
into the business to some extent, 
and when hot weather did arrive 
the prices had shifted to lower 
levels. Altogether, according to re- 
ports, little profit was realized this 
year from the sale of whites. 

Not all shoppers, however, are 
seeking sales shoes. The demand 
for summery shoes, such as straws, 
Deauville sandals and other novel- 
ties is still good. The sport shoe 
demand also is strong and prices 
on this class of footwear are still 
holding firm. 

New types of dressy shoes also 
are selling well in the higher grade 
stores. Oxfords and the high 
throat gored models are catching 
the public fancy in a way that indi- 
cates that such types of shoes will 
sell well in the fall. 


Aside from the sale shoes, patent 
leather is the leading material, with 
calf, both in black and brown show- 
ing up more strongly. There is a 
gain in the demand for satin in the 
retail shops as well. 


| BOSTON 


Business Gains 


HE retail shoe trade during the 
past week showed an increase 
over the corresponding period of last 











These Shoes Are Birds 


Real ostrich leather has 
been used for trimming both 
men’s and women’s shoes for 
some time, but men’s shoes of 
all ostrich have now appeared 
in New York stores. Saks- 
Fifth Avenue is showing such 
a shoe, which is made in En- 
gland, and the John Ward 
shops are presenting it in an 
American-made version at $11 
a pair. A considerable num- 
ber of pairs have been sold, 
according to officials of the 
Ward organization. 








ee 


year. The weather was auspicious 
and the public responded accordingly. 
Light colored shoes moved quickly, 
mostly in combinations, with black 
patent, in dainty trims, keeping up 
its popularity. Although many 7/8 
and 18/8 heels were sold, the great 
majority of the purchases were on 
the Cuban heel. Fancy oxfords sold 
readily. White footwear — white 


shoes and hosiery—was a favorite. 
More white canvas would have un- 
doubtedly sold if the merchants had 
bought more heavily on this num- 
ber. One men’s shoe department 
reports an increase of business on 
medium grades of 45 per cent since 
last January. 

Practically every shoe buyer, and 
his salesforces attended the Boston 
Shoe and Leather Fair during the 
week. Quite a number placed good 
sized orders at the various hotels 
where sample rooms were crowded 
with buyers from all over the coun- 
try. Almost every person connect- 
ed with the local shoe stores attended 
the Style Revue and inspected the 
various exhibits of shoes, shoe ma- 
terials, and shoe ornamentation and 
hosiery. Many were the expressions 
of approval and pride in New Eng- 


land’s big trade event. 
Shoe Sales Opened 


ENERALLY throughout Chi- 

cago the usual  after-the- 
Fourth shoe sales were opened al- 
most as soon as June had slipped 
reluctantly. off the calendar with 
her very fickle weather and unsea- 
sonable actions. Most stores have 
carried altogether too much stock 
into the mid-summer season, and 
while business has been good in 
the past three weeks it hasn’t been 
good enough to clear away the sur- 
plus since the month was but lit- 
tle better than any other June, and 
May and April slack business piled 
up the inventory. 











| CHICAGO 
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PETONERS 


SCIENTIFIC 








VES . 
—TURNS and WELTS. 








Of Unusual Interest Are Dr. Posner’s 
Merchandising Plans for Fall 
ITS FEATURES 


A Large and Complete Stock Department— 


that will really contain all the stock it claims and that the dealer 
can absolutely depend upon. 


Smart Styles— 
in every kind of juvenile footwear turn or welt—children’s, misses’, 
growing girls’, little gents’, youths’ and boys’. 


Profitable Merchandising— 
an adjustment of prices in goodyear welts making it possible to re- 
tail these shoes more profitably. 


Strict Protection of Agency Rights— 
and a service of advertising aids, dealer cooperation with customers 
—and prompt complete delivery from stock that is absolutely 


unique. 


If Dr. Posner’s shoes are not sold in your town or neighborhood— 
the proposition would interest you. 


Write for samples—details—and an explanation of The Dr. Posner 
Plan. 


DR. A. POSNER SHOES Inc. 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE 
140-142 WEST BROADWAY 
NEW YORK CITY 


FACTORY—ROEBLING & HOPE STS., BROOKLYN 
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The call for patents was surpris- 
ing in the demand for footwear. 
Patents have been slowly lifting up 
again, although they never have 
been “down,” but during the three 
days preceding Saturday they cer- 
tainly came in for a “call.” Pre- 
ferred among the patents was the 
patent one strap and pump with 
contrasting leather trim usually of 
gray or blond shade of reptile, some 
with covered black heel and some 
with the reptile leather effect. 

Grays, blonds and some black 
kids were also called for, the 
blonds leading in the demand with 
the gray kids following. 


| ATLANTA | 


Business Better Than Last Year 


HOUGH the quiet season has set 
in, most of the Atlanta stores ap- 
pear to be enjoying a more active 
demand, particularly for women's 
footwear, than at this time last year. 
There is a good call in Atlanta 
stores for slippers with trimmings, 
mainly lizard and snake leather or 
imitation, while satins and patent 
leathers also are in good demand. 
Straps are in the lead, but tie effects 
and pumps are also fairly good. 
There is a brisk call for white goods 
this summer, all-over whites good 
but whites with trimmings on about 
an equal basis. Dealers are con- 
fident they will enjoy a record white 
goods business this year, and they 
all are carrying much larger stocks 
than usual for that reason. Sales- 
men traveling out of Atlanta state 
about the same condition prevails in 
white shoes among the retailers in 
all parts of the Southeast, with a 
record volume of white business: be- 
ing enjoyed. 


CINCINNATI 























Clearance Sales 


PEAKING generally, clearance 
and reduction sale advertising 
“broke out” in the Cincinnati papers 
last week, and nearly all of the shoe 
stores are offering below original 
prices on summer footwear, white 
especially. Energetic efforts to 
offset the natural buying lethargy 
which usually accompanies a wave of 
really hot weather, are being made. 
Advance information on fall styles 
is still meagre and indefinite al- 
though one: prevalent belief is that 
nothing will be better than patent 
leather in simplified patterns—with 
scant overlays and underlays. 


There is talk of satins and suédes 
and also of the tan leathers as early 
contenders for popularity while cer- 
tain retailers report that colored kid 
and the reptilian novelties are selling 
steadily, with little evidence that 
they are on the wane. White shoe 
business has picked up somewhat 
this week, due most likely to the 
reduced prices being offered. 


MILWAUKEE | 


Weather Stimulates White Business 


ULY has opened up with the first 

really hot weather of the season, 
bringing a very gratifying demand 
for whites and vacation footwear. 
Local shoe dealers did a nice pre- 
Fourth of July business along this 
line, and the following week was also 
very satisfactory. Clearance sales 
are now being used to stimulate the 
demand for footwear and to clear 
out old lines and odd lots of mer- 
chandise. Light colored kids are 
still holding up in a manner which 
leads dealers to predict that colors 
in the darker tones will be a real 
item in fall business, particularly 
such as sauterne. Patents are also 
moving in good volume and satins 
are beginning to show some signs of 
life. In patterns, strap effects are 
showing a gradual increase, al- 
though pumps and gore effects are 
still important. Newer merchandise 
shows a trend toward ties and fancy 
oxford effects. For sports wear, 
plain and two tone oxfords have been 
popular, many with crépe soles. 

Men’s business continues fairly 
good, with light tans and blond 
shades in the lead. 


| ST. LOUIS | 


Business Better 


USINESS immediately follow- 
ing the Independence Day holi- 
day celebration was pronounced 
favorable throughout the down- 
town shoe belt. It was better than 
many anticipated. Some reaction 
from the brisk buying of the previ- 
ous week was expected, but this 
tendency failed to materialize. The 
weather was torrid, but the July 
sales brought many people into the 
stores to make an early selection of 
the shoes placed on sale. 

In a majority of stores the July 
sales were slightly disappointing 
and a few operators expressed the 
belief that the volume was not as 
large as a year ago. This assump- 
tion was based on the early activ- 
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ity and cannot be taken seriously 
with two to three weeks’ time ahead 
for further development. 

Whites in the popular priced 
stores, were eagerly sought in the 
sales. This trend prevailed in the 
$6 to $10 range of store. Observa- 
tion in a few large stores estab- 
lished the fact that ten customers 
were trying on whites and here and 
there a patent. The same situation 
that applied to whites for the past 
few weeks in the higher grade 
stores and departments continued 
to prevail during the sales. While 
whites were selling there was a 
greater demand for patent and col- 
ored kids combined than for white 
footwear. In one of the ultra-smart 
stores patent led all other mate- 
rials. Present indications are that 
some whites will be carried over. 
The proportion will not be large. 

Final figures on the June volume 
as compared with last year found 
most stores ahead with a percentage 
ranging anywhere from 8 to 18 per 
cent. Three stores, all finely man- 
aged and operated, report a slight 
decrease from the same period of a 
year ago. 


ain 
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ROCHESTER 








Good Business Continues 


OCHESTER  shoe_ merchants 
generally report a continuance 
of the good business which has been 
constant since May. White kids, 
which have been enjoying a rather 
remarkable vogue here, seem to have 
passed their peak and are now on the 
decline. Despite the impetus given by 
two or three very warm days, their 
place is being taken by the light 
colored kids, parchments and light 
grays being the predominant tones. 
There is a lessening, too, in the 
demand for imitation reptilian leath- 
ers. The better stores report a 
continued strong demand for the 
genuine reptiles, however, with in- 
dications for continued favor in 
early fall. 

Patent leathers in combination 
with colors, which have been in 
heavy demand, are now superseded 
in sales by patent leathers alone. In - 
the belief of prominent shoe men 
here, these shoes will probably be 
the leaders for fall business. 

During the last week or two shoe 
men here have remarked an increas- 
ing demand for straight, low heels. 
This return to conservatism is be- 
ing felt in men’s lines also. The 
balloon toe, which has been very 
popular, is not now in any consider- 
able demand. 
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American Interl ing Shoe Store Chairs 
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Illustrating 
No. 9015 
Multiple ply back. 

Uph Neeoed 

Sento cong oll as 
without spri i- 
tation leather cover- 
ing. Birch woods in 
_ mahogany fin- 





Travelers Shoe Company, Boston, Mass. 


A well dressed store 
brings well dressed trade 


peop looking, attractive shoe stores attract not only more trade— 
but also better trade. For people prefer to buy of—and be seen 
in—progressive, prosperous looking stores. 

And further—shoppers the world over have more confidence in well- 
groomed stores, more respect for the merchandise. For good appear- 
ance in a store naturally reflects careful management—better values— 





and quality goods. 

Modern, high grade, comfortable shoe store chairs— American Inter- —fi 

locking Shoe Store Chairs—can be the greatest factor in giving your 

store an air of distinction—a background of prestige. These great 

15 years of experience offered free to you a features 

For more than 15 years we have made a specialty of Shoe Store Chairs. Have pro- ce ,. . 
duced thousands of chairs—equipped leading stores from coast to coast. A, Pee 
Our designers and draf: experts in their work—will suggest free, and with chairs are guaranteed 
no obligation on your part, an arrangement of chairs to enable you to serve more cus- Greater economy in cost. 
tomers with greatest speed and convenience and add greatly to the decorative effect. Sa S Se 








Suggestions gladly forwarded by our Shoe Store Service department if you will write us. 





Send today for our illustrated booklet, “The Shoe Store Beautiful.”’ It shows 
many attractive shoe store chair styles and installations. It will be sent you free. 


American Seating Company 





1016 Lytton Building Chicago, Illinois 
BRANCH OFFICES: 
NEW YORK PHILADELPHIA BOSTON 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. Room 302, 69 Canal 8t. 
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Shoe Production Jumps As Trade 
Places Early Fall Orders 


Buying Much Above Level of Last Year, Reports Show 


HE optimistic view held by retail shoe merchants that a good fall season is ahead of the shoe trade 
this year, is reflected in the generous early orders that these merchants have placed with the man- 


ufacturers. 


ming. Fall shoes are being produced in large quantities. 


The volume of early orders is much ahead of that of a year ago. 
Styles are fairly well stabilized. 


Factories are hum- 
Among 


the points brought out by a survey of these early fall orders is that black looks to lead the field in both 


men’s and women’s shoes. 


Patterns are running to more closed up and simpler lines. 


There is an in- 


creasing demand for welt shoes and the trading up movement is gaining ground consistently. All in- 
dications point to a profitable fall season, both from the manufacturing and retailing standpoints. 
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Big Buying Reported 


EW YORK and Brooklyn dur- 

ing the past week has been the 
Mecca of shoe buyers from all parts 
of the country, and a good volume 
of orders for the factories has re- 
sulted from their visits. Many of 
the Brooklyn producers who do not 
maintain New York offices took 
rooms at various hotels to be used 
as sample rooms. Most of them 
will maintain the hotel sample 
rooms for the remainder of the 
month. The New York offices of 
out-of-town manufacturing con- 
cerns also reported an influx of 
buyers and a big jump in the book- 
ing of advance fall orders. 

The fall buying so far has devel- 
oped along certain definite lines. 
Patent leather is the leading mate- 
rial. Satin’is stronger: than it has 
been for some time past. Ooze is 
showing greater strength. There is 
a better call for tan calf than was 
anticipated, especially in walking 





types of shoes with welt soles: 


Welts, by the way, seem to be in for 
a stronger run than has been seen 
for a long time. Welts are being 
bought both in the walking type of 
shoes and in the dressier models as 
well. There is a strong tendency 
toward lower heels, a 14.8 Cuban 
being the most popular. There is 
some slight demand for the new 
Empire or modified Louis heel, both 
in the full height and baby sizes. 
Some Brooklyn factories are oper- 
ating close to capacity at present. 


The labor difficulties have complete- 
ly disappeared and plenty of help 
is available for current needs. 
However, if fall orders continue at 
their present rate, a shortage of 
labor may develop. Simpler pat- 
terns are helping to save labor to 
some extent, particularly in the fit- 
ting rooms. 


BOSTON 











Shoe Fair Stimulates Trade 


HE shoe manufacturers and 

wholesalers in and around the 
city report a good business, with 
extra business in good volume as the 
result of the Boston Shoe and 
Leather Fair. A wide variety of new 
patterns and lasts were presented to 
the visiting buyers. Many novelties 
in leathers and other materials were 
shown. One local shoe house pre- 
sented reptile velvet pumps and 
straps. Others, women’s shoes made 
up in the new Metal Tone leathers, 
or combinations, trimmed with this 
material. 

Every shoe manufacturer and 
wholesaler in the country having a 
Boston salesroom have been kept 
busy the past two weeks with the 
visiting trade. Building exteriors 
and windows in the shoe and leather 
district have been trimmed with 
bunting and the “welcome” sign 
prominently displayed. 

In men’s lines, there is reported 
some sampling on plain toes, and 
very good buying on models with 
heavy soles. Narrow, as well as the 
wide, toes have sold well. In addi- 
tion to the medium shades of tan for 


fall, Tony reds and dark shades are 
being sampled. Sports models for 
men and women are active. In chil- 
dren’s lines, many novelties have 
been sampled—among them being a 
patent leather Russian boot, alliga- 
tor trimmed. 











LYNN 














Good Gain in Trade 


T looks like a good gain in busi- 
ness here. A number of firms 
have orders on hand sufficient to 
keep them running to capacity for 
some time. A few will increase fac- 
tory space. 

A grade up movement is gaining 
headway. Leaders in it believe 
that many women are willing to pay 
more for footwear, so as to get 
shoes of better quality, meaning 
better fit, better wear and better 
style. This matter is now being 
discussed with merchants. 

Gain on welts is one feature of 
this grade up movement. The new 
welts represent a fine character of 
shoemaking as well as the light- 
ness and daintiness of novelty 
styles. Welts took quite a slump 
in Lynn after the war. Some mak- 
ers now hope to return welts to the 
position that they had before the 
war. 

More blacks are being made. 
Some firms are up to 60 per cent or 
better on blacks. Patents lead. 
Satins, suédes, velvets and calf or 
kid are being cut for blacks. Tans 
are good. Reptiles are used mostly 
tor trims. 

Styles for street and informal 
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Helene” and ‘‘Narice”’ 


Favorities for Early Fall—Adaptable to Pleasing Combinations of the 


Newest Materials. 
Salesmen or Samples? 


Our Dr. Darling Corrective Fea- 
tures may be built in to any of our 
style models. 


All Helsbie of” Heels “Made the Sherwood Way” All Heights of” Heels 
Medium and Round Toes. Medium and Round Toes. 


SHERWOOD SHOE CO. 
ROCHESTER, N. Y. 
YORK CITY CHICAGO PHILADELPHIA 
Mr. Le Pine, 1618 Republie Bldg. Mr. Schoell, 119 So. 4th St. 


NEW 
Mr. Schneider, 907 Marbridge Bldg. 
CAL. LOS ANGELES, CAL. 
R. L. Wall, Lankershim Hotel 





OAKLAND, 
Mr. Kushins, care Roos Bros 








NEW FALL STYLES NEW LOW PRICES— 


SHOES FROM THE NEW FACTORY IN ANNVILLE, PA. 
THAT IS THE PRESENT SITUATION WITH 


3 W’s LENOX SHOES 


FOR CHILDREN, MISSES AND GROWING GIRLS 
ALWAYS IN STOCK 


TWO BIG FALL SELLERS 
LENOX McKAYS 


TAN SIDE, OXFORD BROAD 
TOE 


4554 8¥, to 11 $1.65 
5554 114%, to 2 $1.85 
6554 2%, to 7 $2.25 
TAN SIDE, LACE BOOT, BROAD 
TOE 


4523 8, to 11 $1.75 
5523 114% to 2 $2.00 


6523 2%, to 7 $2.50 
LENOX WELTS 

WEIMER 3109% Child’s Patent Leather Rub- 
ber Heel Oxford, 4 to 8....81.60 

41098% Child’s Patent Leather Rub- 
WRIGHT & ber Heel Oxford, 8% to 11.. 1.90 

5109 Misses’ Patent Leather Rub- 
ber Heel Oxford, 11% to 2.. 2.25 


LENOX TURNS WATKIN CO. 3108% Sars Tan Calf Rubber 
2311 Tan Calf Button, 2 to 5 ° Heel Oxford, 4 to 8 1.60 
3311 _ Calf Button, 4 to 8 1.50 39 South Second St. 4108% oad, iS on pee Heel 1.90 
0) . 
pir ype go cee a oP a 
SAMPLES SENT AT OUR Same Carried om High nae anes 


T os f 
Leathese, ee ee oe An EXPENSE At Same Prices. 
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dress wear are simpler, but for 
formal dress wear are as rich as 
ever. More shoes are being made 
for formal dress wear. 

Last makers report a large gain 
on welt lasts, a bit broader on the 
toe and sometimes squarish, with 
heels mostly from 9/8 to 13/8, these 
shoes being for sport and street 
wear. The season for sports should 
run well into the fall and be fol- 
lowed by a season on sport shoes 
for the winter resort trade. 

Pattern makers report novelty 
oxfords, including ties, strap 
pumps, wide straps for street and 
narrow straps for dress wear, a few 
anklets and some models of boots, 
both lace and Wellington styles, 
these to test the probable demand 
for boots for winter wear. 

In formal dress lines gold and 
silver kid are staples and Paisley 
and beautifully embossed leathers 
and fabrics are new features. 

Quick production methods pre- 
vail, with a number of firms mak- 
ing deliveries within two or three 
weeks after orders are placed. But 
a little more time is needed to make 
welts, for the idea of leaving welt 
shoes on lasts to dry to shape is 
being revived. 

It is noted that many firms are 
spreading out into new fields of dis- 
tribution, with consequent in- 
crease in orders and diversification 
of styles. For instance, one firm 
that sold most of its shoes in New 
York, is now selling but few shoes 
in that market and is distributing 
its product from the Atlantic to the 
Pacific. 


HAVERHILL 


Substantial Fall Orders Booked 


OCAL shoemen report a very sub- 
Lustantial business developing for 
fall and already local plants are lin- 
ing up for fall production. The style 
trend is much more definite than 
before the Boston show, and the shoe 
men are concentrating on one-straps 
and front-straps for the strap 
vogue; oxford ties in panel and cut- 
out effects, and opera pumps. Oc- 
casionally anklets and colonials are 
included. The square toe last 
is in call from the Middle West. 
Patent predominates, with suéde 
pressing close. High colored vel- 
vets are reported good, and pais- 
leys and silver brocades are promi- 
nent in evening wear. Rhinestone 
ornamentation is considered a good 
style feature. Heels run up to 21/8. 

Early buying is the rule it ap- 
pears and local factories are predict- 
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ing that July and August business 
will be the best in several seasons. 

Twenty-five Haverhill manufac- 
turers composed the Haverhill Sec- 
tion at the Boston show, and as many 
more were represented in the hotels 
and downtown offices. The volume 
of sales is reported in excess of a 
year ago. 


MILWAUKEE 





Fall Outlook Encouraging 


ONDITIONS in the local shoe 

manufacturing business are 
very favorable at the present time, 
and the outlook for fall months is 
very encouraging, according to a 
number of reports. Manufacturers 
state that orders for immediate or 
from 30 to 60 days’ delivery are com- 
ing in faster than at any other time 
this year. Several local factories have 
just put new lines on the road, and 
the response has been immediate. 
In women’s shoes, reptiles are taking 
an important place in plans for fall 
business, and patents trimmed with 
reptiles are also of note. Straps, 
front gore pumps and tie oxfords 
are featured in one line, with 13/8 
to 14/8 box heels and a few styles 
with two and a half inch spike heels. 
In men’s shoes, shades of tan are 
still important, but there is a slight 
trend to darker tones. Scotch grains 
and other embossed leathers are also 
mentioned favorably for fall.. An 
indication of the present tone of the 
local market is given in the com- 
ment of Robert Dempsey, sales man- 
ager of the Weyenberg Shoe Manu- 
facturing Co., manufacturers of 
men’s popular price dress shoes, who 
stated, “Business is exceptionally 
good. We have had the two biggest 
weeks since war times.” 














CINCINNATI 





Production Schedules High 


INCINNATI factories are more 
than just busy. They are turn- 
ing out the very limit of their respec- 
tive capacities and trying to extend 
those capacities without sacrificing 
quality. Steady, reliable shoe- 
workers are finding excellent paying 
employment here and what is more 
important, an assurance that Cin- 
cinnati’s factories will not be effected 
by the “slack” periods of former 
years. The industry generally is in 
a decidedly healthy and vigorous con- 
dition. 
Several of the plants making more 
than one grade report an increased 
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demand for the better turns and 
welts and one particularly stated 
that their welt line is now on a 25 
per cent higher production schedule. 
Another large house that for many 
years has divided its production al- 
most equally between turns and Mc- 
Kays, topped the foregoing with an 
assertion that if the trend continues, 
they may switch to making nothing 
but turns and eliminate the McKays. 

Plainer than usual styles are get- 
ting the most consideration right 
now, with patent leather the leading 
basic upper material. There are 
still quite a few colored kid and calf 
novelties being made, but the swing 
towards darker shades and simpler 
effects is too marked to admit ques- 
tion. 

Reptilian leathers seem assured of 
a high degree of favor for fall, 
especially where the manner of trim 
or shade combination tinges of new- 
ness. A plain pattern one strap of 
gray and black snakeskin with a 
narrow edging of patent, seemed 
stunning enough to go over any- 
where. Another otherwise strictly 
plain D’Orsay patent, but set off with 
and edging and heel covering of 
colorful lizard, also looked ripe for 
widespread popularity. It is also 
noticeable that suédes are again 
creeping in and some _ definite 
opinions are given that this leather 
will cover a multitude of feet toward 
the last quarter of the year. 

A difficulty presents itself in try- 
ing to determine whether straps or 
pumps are in the vanguard, but it is 
more often expressed that straps will 
gain the lead as fall draws nearer. 
Tie patterns, akin to oxfords, are 
also getting a goodly share of atten- 
tion and in this division, the scarcity 
of cut-outs is really conspicuous. 











ST. LOUIS 





Trade Optimistic 

HE selling forces of the large 

general line houses are just 
getting into their territories, the 
last group having left headquar- 
ters on July 7 and 8. They have 
been in the houses going over the 
fall lines and listening to the plans 
of the advertising and selling de- 
partments. 

There is an optimistic note in the 
selling organizations of the houses 
and early indications are to the ef- 
fect that these are entirely justi- 
fied from the orders coming in 
from the first group of salesmen 
who got into the territory on July 6. 

McElroy-Sloan Shoe Company re- 

[CONTINUED ON PAGE 115] 
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|) AN ADDED PRO 





makes of low cut 


has no rival. 


oer r en es 






Protectors are 


a card only. 


PRICES 
Large size 
Medium size 1.60 per doz. 
Small size 1.40 per doz. 











Counter Self-seller Display Cards 
1% dozen pairs and one size and color to 


FIT MAKER 

—for Your Store 
LYONS HOSE PROTECTOR 

for Men, Women and Children 


HE LYONS HOSE PROTEC- 

TOR is made of the highest 
quality soft sponge material and 
will add comfort to any shoe. It 
will SAVE STOCKINGS, as it 
eliminates all slipping of 
gripping the shoe firmly to the heel. 
Especially made for Pumps, Danc- 
ing Slippers, Golf Shoes and all 


shoes. 


recommended for Riding Boots. It 
For a BLISTERED 
HEEL the Lyons Hose Protector 
will give instant relief. 


ut- up on very attractive 
holding 


$1.90 per doz. or $2.85 per card 
or . per ca 
or 2.10 per card Pearl Grey 


If displayed they sell quickly 
Once used—always used 
Write for Samples 


LYONS HOSE PROTECTOR CO. | 
Omaha, Nebraska, U. S. A. 


shoes, 














Also 





Three Colors 
Champagne, Russet, 


















handle. 





“HUBTIP” “No-Metal- 
Tip” Shoe Laces Make 
Your Findings Case More 
Attractive. 


Attract the Eye and Profits Accrue 
with Goods of Quality 


“HUBTIP” Cabinet Containing 72 Single 
Pairs. Striking Three Color Cartons Sure to 
Draw Attention. 

“HUBTIP” Individual Carton Keeps Laces 
Clean and in Good Condition. Easy to 


Light Tan—Brown—Black 
- A GOOD—STRONG—READY SELLER 


“HUBTIPS” 


No Metal Tips—Braid from Tip-to-Tip 
Manufacturers 

F. W. WHITCHER CO. 

332 Albany Bldg., Boston 


‘? 








Send for illus. Specialists in 
trated Price Children’s 
List. Shoes for 20 
years. 
Terms 5/10— 
Net 30 


IN-STOCK 


Steck No. 1580—Little Gents’ Tan _ Blucher, 
Rubber Heel, Horse Butt Sole, Heavy Drill yf 





Improved Stitchdown. 9-13% $1.75. 1-2 $ 
No.. 1583—Misses Tan Bal—Rub. Heel. 11%-2 
9-66. Childs’ 8%-11 $1.75. Infants’ 5%-8 


DR. KELLOGG SHOE CO., LYNN, MASS. 


587 Washington Street 
(Salesmen: Certain choice territories are open) 





















The superior quality of my boudoirs is 
clearly apparent to all observers. Buyers 
may purchase to the ‘best possible ad- 
vantage when they do business with me. 
I invite any reader of this to sample 
my line. We do business 


anywhere. 


A. W. GREELEY 


Manufacturer 


Haverhill 














When writing to advertisers please mention Boot anv SHOE REcorver 
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Twelve Seats Sell $40,000 
In a Shop Size 12 x 12 feet 


Bernard Kushins, “Kushins Shoe 
Shoppe,” 1440 Franklin Street, 
Oakland, California, in a store 1244 
x 12% feet, does a business of very 
close to $40,000 a year, on a stock 
of $5,000. 

Think of that! In a store practi- 
cally 12 x 12, with only 12 seats, 
this little shop sure has a turn 
over! 

The price range is from $8.50 to 
$14, and the average sale is $9.50. 
He carries women’s shoes exclu. 
sively. He buys shbtdes every day 
and receives a shipment every day. 

With windows only about four 
feet wide, one on either side of the 
door, he stops the women and makes 
them look. I was in the store about 
twenty minutes and saw three wo- 
men come in to ask prices. He puts 
one shoe in the display without a 
price tag, just as a test. 

His little three-foot shoe case 
just inside the door sells a lot of 
buckles and ornaments. It also 
serves to show new styles. 

He fits them all as they come. He 
carries all sizes and today showed 
me that he had sold out of a 22- 
pair lot of gray shoes just received, 
a 4B, an 8A, an 8%2AAA, and fitted 
every one. He carries nothing 
wider than Bs, no C widths. One 
of his specialties is fitting the large 
woman. 

Asked for the reason for his suc- 
cess Mr. Kushins said it was due 
to the fact that he had at one time 
operated a shoe department in Oak- 
land and built up a large personal 
following. “But that does not ac- 
count for the strangers who buy 
from you,” was the next query. “Oh, 
that is due to the styles, the oddity 
of the store and the fact that wo- 
men are attracted to little things. 
They call this store ‘cute.’” 


Lakofka to Handle Martha Wash- 
ingtons 


MILWAUKEE—According to an- 
nouncement by the F. Mayer Boot 
& Shoe Co. of this city, Frank H. 
Lakofka, 45 South Wells Street, 
Chicago, has been given the distribu- 
tion of Martha Washington shoes in 
the Chicago district. The Chicago 
firm will carry a complete line of 
turns and welts manufactured by 


-the Mayer company on the floor in 


Chicago, according to Fred A. 
Mayer, sales-manager of the Mayer 


company. 
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A Bit of Old English 


Interior view of newest John Ward store on Broadway, New York, which 
has a stage setting worthy of Belasco. Thatched roofs, oak beams and a 
flagstone floor have transplanted a bit of old England to Broadway. 











Opens Women’s Shoe Dept. 


JACKSONVILLE, FLA.—The Wo- 
man’s Shop, 188 Main Street, Jack- 
sonville, has announced the opening 
of a complete ladies’ shoe department 
in the store under the management 
of Charles B. Coles, who for the past 
fifteen years has been identified 
with the retail shoe business in Jack- 
sonville and elsewhere. 


Embossed Bow Ornaments 


HAVERHILL—New bow ornaments 
in the embossed leathers are being 
introduced by the Dalrymple-Dudley 
Co., makers of shoe ornaments. 
These new effects with rhinestone 
buckle ornamentation are the par- 
ticular features for fall in the orna- 
ment field, it is stated. 





Plan to Expand Production 


CINCINNATI.—Sidney J. Eisman, 
vice-president of The Charles Meis 
Shoe Company, reports that their 
manufacturing division is taxed to 
capacity on their new fall line of 
novelty McKays and that they 
plan to substantially augment their 
plant’s output. 


A. G. White Proud Father 


St. Louis.—A. G. White, advertis- 
ing manager of the Brown Shoe 
Company, is the proud father of a 
baby boy, named none other than 
Charles Alfred White. The baby 
was born Saturday, July 3. Mrs. 
White and the baby are progressing 
splendidly. 
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Commonweatth Snot & Leatuer Co. 


WHITMAN, MASS. 
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Cycle of Fashion 
Staged Well at 
Stetson Style Show 


BosTon.—One of the _ specially 
noteworthy features of Style Show 
Week in Boston was the Stetson 
Style Show and “Get Together” ban- 
quet held in the State suite of the 
Copley Plaza on the afternoon and 
evening of Wednesday, July 7. 

The whole affair was carried out 
with customary Stetson completeness 
and was undoubtedly the most suc- 
cessful event of this kind which the 
company ever has held. 

The Style Show was presented by 
a company composed entirely of 
Stetson employees and was given on 
a completely and modernly equipped 
stage. The entire production was 
especially written for the occasion. 
The show was most elaborately cos- 
tumed and presented the new Stetson 
models for fall in most effective 
terms. A number of very clever 
musical and dancing numbers were 
also given by members of the com- 
pany. 

The show closed with a “period” 
act depicting changes in American 
shoe styles in five different stages, 
from 1776 to 1926, each episode be- 
ing appropriately and faithfully cos- 
tumed. A large audience of shoe 
merchants and guests of the Stetson 
Shoe Company which completely 
packed the hall hugely enjoyed the 
entertainment. 

In the evening the banquet was 
given in the same room and the Style 
Show repeated for the benefit of a 
large number of Stetson shoe mer- 
chant guests and executives, direc- 
tors and sales force of the Stetson 
Shoe Company. Among those at- 
tending were Messrs. A. W. Little, 
President, C. T. Heald, Vice-Presi- 
dent and Sales Manager of the Stet- 
son Shoe Company, E. N. Park, 
Syracuse, N. Y.; S. J. Brouwer, 
Milwaukee, Wis.; Dick Mahanna, 
Columbus, Ohio; Ben Shaub, Lan- 
caster, Pa.; J. C. Amey, St. Johns- 
bury, Vt.; R. B. Nay, Wheeling, W. 
Va.; C. J. Creyo, Harrisburg, Pa.; 
John Leh, Allentown, Pa.; Merle 
Petty, Pittsburgh, Pa.; A. M. Hor- 
ton, New York; Louis Kaiser, Port- 
chester, N. Y.; R. E. Prendergast, 
Hartford, Conn., Herman Rich, Bir- 
mingham, Ala.; Curtis Sarrett, Ft. 
Worth, Texas; Morris McKendrick, 
Salt Lake City; A. V. Holbrook, Jr., 
Pittsburgh, Pa.; Ed Payne, Belmont, 
Mass. 
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‘Report Big Demand 
for Buckles 


NEw YorK.— Mazer Brothers, 
manufacturers and importers of 
buckles and other shoe ornaments, 
who moved their offices and plant 
from 914 Walnut Street, Philadel- 
phia, to 6-8 West, 32nd Street, New 
York about June 1, are now manu- 
facturing and selling in their new 
quarters, which occupy a whole floor 
in the building. The new show 
rooms are attractively decorated and 
completely refurnished. 

L. Mazer, of the company has just 
returned from Europe with an ex- 
tensive line of cut steel buckles, 
which with the rhinestone buckles 
made by the company and imported 
as well, gives the company the larg- 
est assortment it ever has shown. 
Heavier stocks than ever before are 
being carried. 

Mr. Mazer reports business so far 
this season far in excess of that of 
last year. Buying has been heavy, 
particularly along the Pacific Coast. 
Both rhinestones and cut steel 
buckles have been selling in about 
equal proportions. 

E. V. Banta, formerly with Seidel- 
Murray has joined the Mazer organi- 
zation and will take care of the house 
sales in addition to traveling the 
Middle West. 


Barometer Shows Good 
Shoe Trade 


MILWAUKEE—Business in the shoe 
industry is very good in Milwaukee, 
according to a novel business bar- 
ometer which gives information to 
the local trade. This is the Shoe 
Manufacturers Box Co., which is 
jointly owned by all but two of the 
leading footwear factories of the 
city to supply them with cartons for 
packing shoes. 

Local shoe plants have required 
about 20 per cent more cartons so 
far this year than they did in the 
same period in 1925, according to 
F. L. Weyenberg, president of the 
Weyenberg Shoe Manufacturing Co. 
and president of the box company. 
The month of June was exceptionally 
busy. 

“Milwaukee manufacturers are 
getting a firm grip on the national 
market,” he states. “There has de- 
veloped a particularly strong de- 
mand for Milwaukee made shoes in 
the East. In fact, more Western 
manufacturers have enjoyed brisk 
business this year, although there 
was curtailment during the spring 
months in the East.” 
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Twinkies to Salesmen 


St. Louis.—The Hamilton Brown 
Shoe Company, of St. Louis, held 
their sales conference June 28 to 
July 2, consisting of eighty-eight 
salesmen, known as the first group. 
A similar meeting of the second 
group was held the following week. 
The feature of the entire meeting 
was the introduction of Twinkies, 
the new children’s line to be shown 
for the first time when the salesmen 
return to their territory. 

The men were handled in classes 
of eleven each, the executive and de- 
partment heads conducting the 
classes. J. W. Conner, merchandis- 
ing manager of the women’s and 
children’s lines, was one of the prin- 
cipal speakers. Much emphasis is 
being placed on the new Twinkies 
patterns and lasts. Wm. Matouschek 
discussed the men’s line, and Miller 
Faucet felts, findings and rubbers. 

Walter L. Bruns, advertising man- 
ager, who is responsible for the crea- 
tion of the Twinkies character, pre- 
sented the advertising promotion 
plan which has been highly devel- 
oped. The Twinkies character is an 
original idea and carries a new mer- 
chandising thought in the selling of 
children’s shoes. Elaborate adver- 
tising ideas have been produced 
which will introduce the character 
in a most unique presentation. The 
appeal to children through the char- 
acters is as romantic as any story 
book tale ever devolved. Color pages 
are being used in the BOOT AND SHOP 
RECORDER to introduce these charac- 
ters as well as the line of shoes to 
the retail shoe dealers of America. 


Air Mail Renders Unusual 


Service for Swope 


St. Louis.—On Friday afternoon, 
July 2, at 2.30 Miss Dorothy May- 
nard, prima donna of the Municipal 
Opera in St. Louis telephoned Arthur 
Ebbs, vice-president of Swope Shoe 
Co., advising him that it was im- 
perative that she have two pair opera 
length hose for her role in “Il Tra- 
vatore” opening Sunday night, July 
4. Ebbs wired Gotham Hoisery Co., 
New York, to send air mail two pair 
of hose, which reached the Swope 
Shoe Co. the following morning at 
10.15 a. m. and were at Miss May- 
nards hotel at 1l a.m. This service 
is typical of what a high powered 
shoe store is capable of rendering 
and can be emulated by the smaller 
stores as well. 


Hamilton-Brown Introduce Craddock-Terry Co. 





BOOT AND SHOE RECORDER 


Holds Semi-Annual 
Sales Conference 


LYNCHBURG, VA.—Salesmen repre- 
senting Craddock-Terry Company 
and the Geo. D. Witt Shoe Company, 
their southern department, were 
here last week attending their semi- 
annual sales conference and getting 
the new line of samples. 

The meeting was held in the ball 
room of the Virginian Hotel, July 7, 
and was presided over by the presi- 
dent of the company, Chas. G. Crad- 
dock, who made a very interesting 
opening address. Other talks were 
also made by C. A. Sabine, of the 
men’s style department, and Geo. P, 
Utley, manager of the company’s 
northwestern department, Harsh & 
Chapline Shoe Co., Milwaukee, Wis. 

John W. Craddock, chairman of 
the board, also made a very interest- 
ing address. Mr. Craddock stated 
that the organization showed a cred- 
itable gain in shipments for the past 
six months, the Lynchburg factories 
were running full capacity, and had 
been running virtually full capacity 
since the first of the year, and only 
closed down for three days’ holiday 
for the Fourth of July instead of the 
usual two weeks. He was also very 
optimistic about the outlook for the 
future and felt that through the poli- 
cies outlined they would secure 
enough business to keep the fac- 
tories running full throughout the 
year. 

After the meeting luncheon was 
served; then one of the most at- 
tractive style shows held in Lynch- 
burg was put on by H. B. Gorman, 
of the women’s style department. 
Eight beautiful young ladies of the 
company’s forces displayed the foot- 
wear for the benefit of the salesmen 
and visiting guests. The show was 
a big success and was very much 
enjoyed by all in attendance. 

The salesmen then returned to 
their houses, highly enthusiastic, 
going over their new line of samples, 
and left for their respective terri- 
tories the last of the week. 


A Three Point Toe 


LYNN.—The Lynn Last Co. has a 
new last with three distinct points 
on its toes, and shoes made over it 
likewise show three distinct points 
on the box as well as on the sole. 

In the center of the toe is one 
point, and from it spread two 
straight lines, forming an angle. 
These lines extend to points on either 
side of the toe. 
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HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


SHOES and RUBBERS 
Every Wednesday and Friday 











Pulp Products Department 
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Always Dependable in Service. 
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Colored 
Chrome 
Sides 

Beggs & Cobb, Inc., Boston, Mass. 
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Novelty Slipper Co. 
Makers of 
Boudoir Slippers of the 
Better Kind 
121-131 West 19th Street 
O New York City 
ootgk; tied 
Fo REGISTERED _ “ a, 
ee, 
RED BLACK TAN 
Swan Shoe Co., Baltimore, Md. 
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Highest Grade Turn 
Mules and D’Orsays. 
Satins, Kids and 
Fancy Patterns. 
Samples sent on 
Request. 


THE FASHION SLIPPER MFG. CO. 
56 Myrtle Ave., Brooklyn, N. Y. 

















PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brook MY. 
New York Office, Races 1116, 1328 B’way. 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 

$24.00 per doz. and Up. 
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$1.50 $1.45 $1.40 
1.25 1.20 1.15 







325 W. Monroe St. 
Chicago, Ill. 


























EMIL RUBLACK 


Maker of Artistic 
Price and Sale Tickets 
Samples peated F; 
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(40-142 WEST SERAGWAY 


Ne. 140— NEW YORK 
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New Shoe and Hosiery 
Carton Gains Favor 


HARRISBURG, PA. — Keen interest 
is being shown in the Cahill Carton, 
a patented shoe and hosiery carton 
which opens in the front instead of 
having to be removed from the shelf. 
Among the claims of the patentee, C. 
N. Cahill, a shoe salesman in eastern 
Pennsylvania for Roberts, Johnson & 
Rand, are listed decided economy and 
speeding up of sales for the retail 
stores; a much stronger carton than 
those now used by the majority of the 
shoe manufacturers due to the one- 
piece construction and the edges 
being creased under very heavy 
pressure instead of cut or “scored” 
as are the old style two-piece cartons; 
a fine bender board with very hard 
glazed finish instead of the cheap 
board that is used in the two piece 
carton which necessitates covering 
it with paper for both appearance 
and strength; cheaper to manufac- 
ture due to the Cahill Carton being 
entirely made by machines of great 
volume capacity, thus cutting down 
the labor element to a minimum, this 
being the greatest item of expense in 
making the old style two-piece set- 
up carton; very great savings in 
transportation expense due to the 
Cahill Carton being shipped flat at 
the lowest freight rates and over 
long distances if necessary whereas 
the old style two-piece carton can 
only be shipped short distances by 
truck thus necessitating several 
hundred box factories to supply the 
trade; labelling eliminated for the 
shoe manufacturer as the manufac- 
turer’s label is printed on the box 
in exact duplicate of his present de- 
tached label. 


New Shoe Factory for Florida 


HOLLYwoop, FLA.—With impres- 
sive ceremonies to commemorate the 
occasion, ground was _ formally 
broken at Hollywood recently for the 
new shoe factory that is to be con- 
structed in the city by the C. B. 
Wolfe Shoe Co., the first unit of 
which, it is estimated, will represent 
an investment of about $110,000. 
The first spadeful of dirt for the 
new plant was turned by Charles H. 
Windham, city manager of Holly- 
wood, and other prominent people 
took part in the program. The new 
factory will manufacture shoes for 
men,- women and children, and at 
the outset expects to employ about 
100 operatives. It will be in opera- 
tion, according to Mr. Wolfe, by the 
end of this summer. 





To Show in Industrial 
Exposition 

ATLANTA, GA.—The J. K. Orr 
Shoe Co. and the M. C. Kiser Shoe 
Co., manufacturers, both of Atlanta, 
will take part in an Industrial Ex- 
position to be held at the Atlanta 
Auditorium the first week of Au- 
gust. Each company is planning not 
only a comprehensive exhibit of 
shoes made in its plant, but oper- 
ating machines during the exposi- 
tion to show precisely how shoes are 
made from the raw material to the 
finished product. J. K. Orr, presi- 
dent of the J. K. Orr Shoe Co., is a 
member of the committee in charge 

of arranging for the exposition. 


McCurdys Hold Successful 
Sale 


-ROCHESTER, N. Y.—McCurdy & 
Co. report their summer sale, just 
nearing completion, as the most suc- 
cessful in the store’s history, all 
previous records for business hav- 
ing been broken. This company, 
slightly in advance of most other 
Rochester firms, announce that the 
new fall lines will be received July 
15. A number of models in genuine 
alligator will be featured. 


Move Weyenberg Warehouse 


MILWAUKEE—The branch ware- 
house maintained at Portland, Ore., 
by the Weyenberg Shoe Manufac- 
turing Co., manufacturers of men’s 
popular price dress shoes, has been 
moved into a new location at Fifth 
and Davis Streets in that city, ac- 
cording to announcement from the 
factory. The firm has secured a 10- 
year lease on the three-story build- 
ing at that location, and has remod- 
eled it for warehouse purposes. 

The branch factory is operated in 
this location for distribution pur- 
poses, and it handles from 75 to 100 
carloads of shoes annually. H. J. 
Fitts is manager of the branch, as- 
sisted by I. M. McCabe, who is in 
charge of credits and the office. 


Increases Capital Stock 


ATLANTA, GA.—The Carlton Shoe 
& Clothing Co., 36 Whitehall Street, 
one of the oldest as well as one of 
the largest retail shoe firms in At- 
lanta, has secured a new charter in- 
creasing the capital stock of the firm 
to $250,000, it is announced by C. E. 
Allen, secretary. It is the plan of 
the company to expand the store 
this summer. 


July 17, 1936 
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Another Cooperative Enter- 
prise 

LYNN.—A New York chain store 
has offered to supply $60,000 cash, 
if Lynn shoe workers will raise $30,- 
000 cash, the amount to be invested 
in a cooperative factory in which 
each employee shall be a stockholder. 

John McDavitt, formerly publicity 
manager for A. E. Little & Co. pre- 
sided over a recent meeting of shoe 
workers, at which steps were started 
to raise the desired $30,000. 

Joshua Mills, a Lynn banker, rep- 
resents the New York concern. 


Southwestern President Ap- 
points Finance Committee 


St. Louis.—Arthur Ebbs, presi- 
dent of the Southwestern Shoe Re- 
tailers’ Association has appointed 
the following finance committee: 
Charles E. Williams, St. Louis, chair- 


man; Reuben Steifel, Memphis, 
Tenn., and A. J. Kempner, Little 
Rock, Ark. 


An excutive meeting will be called 
by President Ebbs for sometime in 
September when plans for the con- 
vention in November or December 
will be developed. 


Moving Hub Gore Looms ; 


BRocKTON—Work has practically 
been completed on the removal of the 
fifty or more looms of the Hub Gore 
Makers, manufacturers of shoe gor- 
ing in this city, to its new factory 
in Chelsea. The concern is going 
out of the city following a strike 
of weavers marry months ago which 
months of negotiations failed to set- 
tle. The company employs more 
than 100 hands, some of whom have 
already located in Chelsea. Supt. 
Arthur Carter will move there about 
Aug. 1 and will continue to direct 
the business. 


Patents Innersole Process 


BrocKTON—Alphonse U. Croce of 
West Bridgewater has been granted 
a patent on an invention which is 
said to have greatly simplified the 
making of high grade innersoles, 
and it now is being shown to many 
Brockton manufacturers, who have 
taken a deep interest in it. Mr. 
Croce is one of the old type of shoe 
makers, having learned the business 
from the ground up in Brockton 
shoe factories. More recently ‘he 
has been employed by the L. Q. 
White Shoe Co. of Bridgewater, 
where he now is located. 
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Barbour Giant Shoe Helps 
Win Prize 

One of the Barbour Welting Com- 
pany’s giant shoes, such as they 
route around among retail merchants 
in the United States for window dis- 
play purposes, was recently sent to 
their representatives, Welting Lim- 
ited, of Leicester, England, who 
were loaned the big shoe for display 
purposes among English merchants. 

Welting Limited advised the home 
office in Brockton recently that dur- 
ing a “Shopping Week” held in 
Perthshire the shoe store of Nowells, 
of Perth, carried off first prize for 
the most effective display, and the 
presence of the giant shoe in the 
window was largely responsible for 
the awarding of the first prize. 

Barbour Welting Company’s giant 
shoe is a size 40 EEEEE wide, and 
makes a very effective window dis- 
play. 


Gain in Shoe Sales 


NEW YoRK.—While May sales of 
department stores in general in the 
Second Federal Reserve District, 
according to the July bulletin of the 
New York Federal Reserve Bank, 
gained 5.9 per cent over those of 
May, 1925, sales of shoes in depart- 
ment stores showed a gain of 11.9 
per cent over the corresponding 
period a year ago, while stocks at 
the end of the month were 0.2 per 
cent less than at the end of May, 
1925. 

Wholesale sales of shoes in May 
were 1.3 per cent larger than in 
April, while stocks declined 12.4 per 
cent. Compared with a year ago, 
wholesale shoe sales gained 2.4 per 
cent and stocks declined 29.1 per 
cent. 


Ken Kernan in East 


CINCINNATI.—Ken Kernan, man- 
ager of the shoe departments at the 
Mabley & Carew store is in the East 
making purchases for the fall season. 
His assistant in the men’s depart- 
ment, Ben Federle, reported that 
they were realizing an exceptionally 
good business on two-tone sport ox- 
fords selling at $6 to $8 explaining 
that most men buy these shoes as an 
addition to their regular wardrobe 
and do ‘not like to pay above those 
prices. 

Edward Boese, assistant manager 
in the women’s department, stated 
that they were still doing a satisfac- 
tory business at regular prices on 
white shoes. 
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Women’s Novelties 
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Half pair sample sent ¢ 


URE and returned at our § 
ELLING f2r"y, ree see 
mis So * 
SAMUEL COHEN SHOE CO. 
72-82 Lincein St. Boston, Mass. 














BALLET SLIPPERS—IN STOCK 
of the unusual kin 


Style B102 i. cane 
Kid, Sof 








Genes &. 6 t were 
Women’ . 4, te 6—1.45 
SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 











IN STOCK 

BLACK BALLET SLIPPERS 
Ladies’ 
$1.25 pe. 
Misses’ 
$1.20 pr 
Childs’ 
$1 16 pr 





BLOG SHOE CO., INC. 
147 Duane St., New York. N Y 























CEON WEIC” 


LOUIS J. COBLENTZ, Mgr. 
Marbridge Bldg..New York 


IMPORTED BUCKLES 


From our own Paris Works 








America’s Favorite 
NU-SHINE 


Color 
Preserves Leather 
Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE CO. 
Mkt. St. Reidsville, N C 








aeiTER WINDOW C4pp. 


* a month 


RECORDER SHOW CARD SERVICI 


1890 W. Madison S$t.-Chicag@o 


_ 
frames Cards 





















DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Oatalogue 


Powell & Campbell 


122-124 Duane St., 











“ELAM” 
Flexible Turn Shoes 
Fer the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 














ot POSER 


™““WILL BUILD A BIGGER 
AND MORE, DEPENDABLE 
CHILDREN’S BUSINESS” 


ite for Agency Plan 
Dr. APosner, usenn Ine, 4° WEST ARO 
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WAY, NEW YORK 
ROOMLYM, HY. 




















Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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William Edgar Jordan 
Dead 


St. LouiIs.—William Edgar Jor- 
dan, 52, department manager of the 
Central Shoe Company and well- 
known in other shoe manufacturing 
firms in this section, died Monday, 
July 5, at his home of general sep- 
temia. 

Jordan had been affiliated with the 
Central Shoe Company and Brown 
Shoe Company, of which he was 
formerly department manager, for 
the past thirty years. He started 
with the latter firm, working in St. 
Louis until 1913, when he was trans- 
ferred to Kansas City. He returned 
to the Central Shoe Company in 
1919. He is survived by a widow 
and three sons. The funeral was 
held Wednesday, July 8. 


Kaplan Organizes New 
Company 

DURHAM, N. C.—Headed by Philip 
Kaplan, who has been identified with 
the shoe business in the Southeast 
for a number of years, the P. Kap- 
lan Shoe Co. was organized and in- 
corporated at Durham the earlier 
part of July with a capital stock of 
$25,000, and is said to be contem- 
plating an early opening of a new 
shoe business at Durham. 


Vogue Shop Renews Lease 


St. Louis.—The Vogue Boot Shop 
of 615 Locust Street has renewed its 
lease for an additional 10 years. The 
company has occupied the store 
during the past six years, and accord- 
ing to Max Weiss, one of the pro- 
prietors, increased its business 
during this period over 150 per cent. 
The store established the first ex- 
clusive short vamp shoe store in St. 
Louis and has specialized on this 
last ever since. 


Potter People to Picnic 


CINCINNATI.—The wind-up of the 
semi-annual employee’s sales contest 
at Potter’s store will be a picnic at 
the Friar’s Club grounds on Wooster 
Pike Saturday afternoon, July 17. 
The contest was so great a success, 
said Benton Orr, manager of the 
men’s department, that the picnic 
wouldn’t fail to be equally so unless 
a rain storm. intervened. This 
store’s semi-annual clearance sale is 
scheduled to start Monday, the day 
following the picnic. 
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Mayer Salesmen Out on 
Road with Lines 


MILWAUKEE—Salesmen of the F. 
Mayer Boot & Shoe Co., who have 
been off the road for the early part 
of July, are now going out with a 
new line of Maisonette shoes for 
women. They will be on the road 
with this line until Sept. 1, when the 
Mayer company will hold a sales 
convention. 

“Our business on the first line of 
Maisonette shoes ran about 800 
pairs a day, but we expect double 
the business with the new line,” de- 
clared Fred A. Mayer, sales man- 
ager. “The new styles are mostly 
straps, front gore pumps and tie ox- 
fords, with a 13/8 to 14/8 box heel 
predominating. However, there are 
a few with 18/8 spike heels. In ma- 
terials, reptile leathers are impor- 
tant, the majority being either solid 
reptile or patent with reptile trim.” 


Butler Home on Visit 


BROCKTON--The Geo. E. Keith 
Co. is receiving a visit from one of 
its foreign customers, Frank But- 
ler, representative Walk-Over dealer 
in Manila, Philippine Islands, who 
with his wife and family is home for 
a two months’ visit, most of which 
he is passing in Worcester with 
relatives. Mr. Butler, who is a part- 
ner of C. M. Cotterman in Manila, 
says the competition from the native 
Philippine shoe manufacturers is 
growing keener each year but that 
there still is a large element calling 
for the better grades of shoes, real- 
izing that one pair of good shoes 
lasts much longer than two or three 
of the native kind. 


A Versatile Shoemaker 


LYNN.—Lynn offers, as its candi- 
date for the most versatile shoe man, 
Walter A. Vaughan, member of 
Daly’s Golden Rule Factory, and an 
authority on cutting shoes. 

Mr. Vaughan is a preacher of the 
gospel, a lecturer on history and 
literature, a member of the staff of 
the Lynn Item for 25 years, a mem- 
ber of the Lynn Art Club for 17 
years, and a painter of pictures that 
have won approval from critics. 


Opens Retail Agencies 


CINCINNATI.—The Vollman-Law- 
rence Company has opened 143 retail 
agencies for their Foot Rest cor- 
rective line of turn shoes in the last 
nine weeks, according to George 
Vollman, jr. 
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Big Campaign Planned to Swell — 
Sale of Men’s Shoes 


Having adopted the report, the 
next move will be to perfect the 
organization and go about raising 
the money. Members who con- 
tribute will be asked to obligate 
themselves legally to go through 
with it, as the committee believes 
that the campaign cannot be a suc- 
cess unless based on a three-year 
premise at the start. 

Searching investigation of the 
methods employed in other and no- 
tably successful cooperative cam- 
paigns has been made. The good 


[CONTINUED FROM PAGE 40] 


points of all have been incorpor- 
ated in the committee’s recommen- 
dations and every care has been 
exercised to steer clear of features 
which practice has proved to be un- 
desirable or which might militate 
against the success of the under- 
taking. 

Mention is made of the campaign 
of the paint and varnish manufac- 
turers with their slogan—‘Save 
The Surface and You Save All’; 
and of the florists’ association, 
with their equally well known and 


successful slogan—‘“Say It With 
Flowers.” 

It is this kind of a campaign, 
with equally successful results, 
which the committee believes will 
result from the cooperation of a 
united industry. 

The original investigation com- 
mittee, consisting of Messrs. H. E. 
Slayton, Paul Jones and Elmer J. 
Bliss, was appointed by the Na- 
tional directors to conduct the fur- 
ther work of organization, which 
will commence immediately. 











Dwight P. Jerauld Dead 


HARRISBURG, Pa.—Dwight P. Je- 
rauld, 76, a retired shoe merchant, 
died at his home here after a brief 
illness. He was born in Lanesville, 
Mass., and located in Harrisburg in 
1890, opening a retail shoe store on 
Market Street, which he operated 
for 25 years. Ill health caused him 
to retire from active business. His 
widow and one son, Arthur F. Je- 
rauld, survive. Mr. Jerauld was ac- 
tive in Masonic circles. 


Feature New Leather 


HAVERHILL.—The Tessier & 
Bowdoin Co. has graded up its line 
of turns and this well known firm is 
now offering shoes to retail between 
$7 and $10. The line of fall samples 
is featured by “The Flame Kid,” the 
new Parisian leather being shown in 
both a one-strap and pump number. 
This is a new importation and is 
receiving great acclaim as a part of 
the local line. 


New Heel Slug 


HAVERHILL—The Slipper City Wood 
Heel Co., one of the five subsidiary 
heel companies of the U.S. M.C., is 
introducing a new string slug for 
attaching toplifts to wood heels. The 
string or fiber slug replaces the brass 
slug and not only equals it, but sur- 
passes it in performance and dur- 
ability. The fiber expands after 
being slugged into the heel and the 
lift is securely attached. It lightens 
the heel and prevents damage to it. 





New York Sky Line Shoe 


LYNN.—Harry Kenerson, of the 
United Shoe Pattern Co. has made 
a New York sky line shop, a pump 
whose front strap suggests the 
towering Woolworth building, and 
whose sides present a picture of the 
towers and the span of Brooklyn 
bridge and sky scraping buildings 
too. 

Mr. Kenerson got the inspiration 
for this shoe one morning when he 
was sailing into New York harbor. 


“Gentlemen Prefer Blonds” 


MILWAUKEE—A clever bit of win- 
dow display work was used recently 
by the Walk-Over shoe store in fea- 
turing men’s shoes. Showing sev- 
eral new styles in blond calf ox- 
fords for men, the display man 
placed beside these shoes several 
copies of the popular book, “Gentle- 
men Prefer Blonds.” As the book 
has been so much under discussion, 
the display attracted much attention, 
and the idea was carried across 
without the need of a display card 
or other explanation. 


Use Air Mail Service 


HAVERHILL.—The new air mail 
service between Boston and New 
York is being utilized by Haverhill 
shoe manufacturers, with great 
benefit. Samples are being put into 
the New York market on 24 hour 
service by this means. The system 
went into effect July 1. 






Geuting Names Sesqui 
Committee 


PHILADELPHIA—A. H. Geuting, 
who recently was appointed chair- 
man of a special Sesquicentennial 
committee of the National Shoe Re- 
tailers’ Association by President J. 
J. Baird to take charge of whatever 
work there is to be done by the re- 
tail shoe trade in connection with 
the Sesquicentennial Exposition now 
in progress here, has formed his 
committee. The members of this 
committee are: 

A. H. Geuting, chairman; Al. 
Foster, vice-chairman; George Gar- 
man, president of the Pennsylvania 
Shoe Retailers’ Association; M. J. 
Harper, the Walk-Over Shop; Mr. 
McLaughlin, Gimbel Brothers; Mr. 
Ickler, Snellenburg’s; Mr. Klaus, 
John Wanamaker’s’ store; Mr. 
Cherry, Germantown; Mr. Baine, I. 
Miller shop; Mr. Paxon, J. & T. 
Cousins; Wm. Bryan, Bryan Shoe 
Shop, and George Geuting. 


Expand Plant 


HAVERHILL — Wright-Gorevitz & 
McNamara, popular makers of Mc- 
Kay novelties, report the biggest 
June and July business in their his- 
tory. The plant on Essex Street has 
been enlarged by the addition of two 
additional floors and by bridging to 
an adjacent factory. Two and three- 
toned combination in the new straps 
and oxford ties are now attracting 
attention in this line. 
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RETAIL 


SALESMEN 


Are You Satisfied with 
AVERAGE Success? If 
you could Earn a Partner- 
ship in the World’s Largest 
Chain Department Store 
Organization — Without 
Investing Anything but 
Hard Work and Energy— 





Would notsucha proposition 


Appeal to you as worth 
Investigating ? 


We want Live, Energetic Retail 
Salesmen—not job-hunters 
—REAL MEN with ambition, 
experienced in selling Dry 
Goods, Clothing, Furnish- 
ings or Shoes for men, 
women and children. 


The J. C. Penney Company has 
grown from one Store in 1902 to 
745 Stores, with a total business 


last year of over $91,000,000. 


If you have the WILL to Succeed 
—the BACKBONE to Fight 
YourWay Upward—Good Health 
—and are under 35 years of age, 
write to our nearest office for 
details and our booklet, ‘‘The 
Next Ten Years.’’ 


A NATION-WIDE 
INSTITUTION- 


enney vd. 


4c. 


_ DEPARTMENT yO 


New York City 


330 West 34th Street 
St. Louis, Mo. 


1205 Olive Street 


“Every Type of Display Fixture Known™ 


FRANKEL 


WROUGHT IRON 


OUTSTANDING 
FEATURE 
FOR 
1926 DISPLAY 


FOR NEW 
CATALOG 


No. R/017 


FRANKEL 





STITCHDOWNS 
PLUG OXFORDS 
and 


SANDALS 


IN STOCK 


Tan with Halesole 
Bottoms 


Halesole Looks Like Leather; Wears Twice as 
Long and Will Not Mar Floors 
PLUG OXFORDS 
5 te 
CH © Ub. ccccccccccccccece i. 


Ww Soc. cae 110 
PLUG OXFORD CREPE RUBBER SOLE 
$1.45 Ii te 2 
160 «2A te 8 


in view of the low price quoted for the qualities offered, 
only case let (36 pair) orders will be accepted. 


LAING, HARRAR & CHAMBERLIN 
43 N. Third St., Philadelphia, Pa. 











GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark:” Advertisers had no 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 
grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit 
Bureau of Circulations. 





When writing to advertisers please mention Boot AnD SHOE RECORDER 





July 17, 1926 








July 17, 1926 


BOOT AND SHOE RECORDER 





— 





REG. U.S. PAT. OF F. 


Cupip 


Your present season’s sales may be greatly 
increased and made to show larger profits, if 
you sell “Cupid” to every buyer of white 
leather footwear. 


Only a little of ‘“‘Cupid’”’ on the soft cloth 
found in every package, a light rub and presto 
—dirt and grease vanish. 


anew while lealher 
Caner wilh [re- 
MmMenNdous Sales 
POosHOUilles. 


“Cupid” is positively harmless to leather. In 
fact, it won’t injure anything. It is non-in- 
flammable, too. Put up as it is in a screw 
capped, milk-white glass bottle attractively 
labeled, and then enclosed with a special car- 
ton, you have a unit of merchandise retailing 
for fifty cents, on which you can double your 
money. 


A Gross Is None too Much for a Beginning. You'll Soon Re-order. 
If Your Jobber Cannot Supply “Cupid,”’ We'll Ship Direct. 


$48.00 Per Gross 
Slightly more West of 
Rocky Mts. 
Less Trade Discounts 


WHITTEMORE BROS. 


SHOE POLISH MANUFACTURERS NEARLY A CENTURY 
BOSTON, MASS. 








When writing to advertisers please mention Boot anp Snor REcoRDER 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 











SALESMAN 
WANTED 


for Missouri, Kansas, and 


Oklahoma. 


Give full details as to experi- 
ence in your first letter. 


Thomson-Crooker 
Shoe Co. 


Boston, Mass. 


SALESMEN WANTED 


with established territory to sell 
complete line ladies’ medium 
priced snappy novelties. Carried 
in stock. Strictly commission 
basis. Liberal terms. Must be 
a producer. States open—Ken- 
tucky, W. Virginia, Illinois, Neva- 
da, Arizona, New Mexico, Utah, 
North and South Dakota, Minne- 
sota, Iowa, Georgia. 

Address C-158, care Boot and 


Shoe Recorder Pub. Co., 207 
South St., Boston, Mass. 














Several Choice Territories 


Open 
Milwaukee Work Shoes. Splendid Op- 
portunity for High Grade Shoe Sales- 
man. 
STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 








SALESMAN | for West Virginia. Travel by 

auto. Stitchdowns, McKays, Leggings. 
State territory you are covering. Hagerstown 
me | & Legging Company, Hagerstown, Mary- 
an 





SIDE line salesmen on leather padded sole 
slippers. Liberal commissions. Address 
C-223, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








WANTED—Salesmen to carry side line of 
strongest specialty men’s and boys’ shoe 
proposition in America today. ‘ Old established 
firm of highest reputation requires services of 
twenty men at once, Shoes in stock—deliv- 
eries prompt and accurate. Address C-174, 
care Boot and Shoe Recorder, 207 South St.. 
Boston, Mass. 


SALESMEN wanted to carry as a side line 
our Soft Soles, Flexible Turns and Baby 
Welts, in Ohio, Michigan, Illinois, Indiana, 
North Dakota and Rocky Mountain States. 
In-Stock proposition. Snappy Fall samples 
now ready for salesmen who can show results. 
Liberal commissions. Give references and full 
particulars in letter of application. H. H. 
Freeland, Inc., Rochester, N. Y. 





WANTED—Live wire salesman with estab- 
lished trade to represent us on a strictly 
commission basis in Alabama, Arkansas, In- 
diana, Iowa, Kansas, Kentucky, Louisiana, 
Illinois, Mississippi, North and South Dakota. 
Line consists of fast selling women’s novelty 
McKays priced at $3.35 to _ .50. Applicants 
must be in a position to finance themselves 
and cover territory in a car. References must 
accompany application, otherwise will not 
considered. S -STILES, INC., 1330 Wash- 
ington Ave., St. Louis, Mo. 





WANTED salesmen to carry a manufacturer’s 
line of popular priced McKay Novelties 
either vely or in tii with other 
non-competing line. State line carried at_pres 

ent if any and give references. Address C146, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








SALESMAN to carry as side line nationally 

known, Bn ag dk -priced soft and hard toe bal- 
lets and Turn boudoirs in leather and satin. 
Stock proposition. Three samples or more. 
Address C-200, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





SALESMEN WANTED to sell side line all 
2/11; ner By otaee 1/5, ond oa 
nove 77 rw oo uality shoes, 
mmission, MAIZE 
SHOR COMPANY. “420 St. Paul St., Roches- 
ter, N. Y. 


WANTED—Smart Salesman with established 
trade in Mississippi, Iowa, Missouri, South- 
ern Illinois, Kansas, Nebraska, yoming, 
Colorado, Utah, Nevada, New Mexico, Arizona, 
Oregon and Washington. Ours is a line of 
boys’, girls’, women’s and children’s popular- 
priced McKays and Flexible Welts. A manu- 
facturer’s in-stock proposition that, goes big 
here in the east. Liberal commission. Non- 
conflicting side line or whole time. Give 
qualifications and experience in first letter. 
Lines for Fall now ready. A. W. Smith. Shoe 
Company, 111 Beach St., Boston, Mass. 





WANTED—Salesmen for snappy line of 
Ladies’ McKay Novelties in “D” and 
“EEE” to retail at $4.00 and $5.00. Capital 
Shoe, 132 West Broadway, New York, N. Y. 





ALESMAN for Wisconsin. Travel by auto. 

Stitchdowns, McKays, Leggins. State terri- 
tory you are covering. Hagerstown Shoe & 
Legging Company, Hagerstown, Maryland. 





SALESMAN can make big money selling 
pump straps on commission. Write Sam 
Yaffe, 1923 Kinney Ave., Cincinnati, Ohio. 


WANTED—Salesmen to carry our side line 
of Infants’ shoes consisting of Soft Soles 
and the intermediate “Self Starter.”” Sixty 
stock shoes. 10 per cent commission. G 
Serrtery Jom. C. H. Hawkes & Son, Roches- 
ter, “ 





Experienced Work Shoe Salesman 

Michigan Open. Established business. 

Splendid Opportunity for High Grade 

Salesman. 

STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 











WANTED thoroughly experienced salesman 
to sell rubber footwear in Adams, Bedford, 
Blair, Cameron, Center, Clearfield, Clinton, 
Columbia, Cumberland, Dauphin, Elk, Frank- 
lin, Fulton, Huntingdon, efferson, Juniata, 
Lancaster, Lebanon, Lycoming, McKean, Mif- 
flin, Montour, Northumberland, Perry, Potter, 
Snyder, Sullivan, Tioga, Union, York, Counties 
in Pennsylvania. Must have travelled the 
territory and know thg dealers on the territory. 
Good chance for the right man. Write giving 
detailed information as to experience, etc., to 
JOHN E. FOLAN, Sales Mgr., Converse 
Rubber Shoe Co., Malden, Mass. 





ONE of the best known manufacturers of 
women’s popular-priced Welts has_ the 
following five territories open: (1) North 
Dakota, South Dakota, Minnesota; (2) Indiana, 
Kentucky; (3) Kansas, Missouri; (4) Ohio, 
West Virginia; (5) Tennessee, Alabama, Miss- 
issippi. io not apply unless you have had 
actual successful experience in the territory. 
Address C229, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





WANTED—Side Line Men. Parts of New 
England, New York, Pennsylvania and 
the South open for men working territories 
intensively, calling on better grade shoe and 
department stores, to sell a high grade line of 
house slippers as a side line. Write full par- 
ticulars as to territory covered, lines carried, 
etc. Address C-232, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





SALESMAN wanted to sell the retail trade 
on a commission basis a line of men’s 
dress and work shoes, women’s stylish stouts 
and a complete line of infants’, children’s and 


May carry the entire line or part. 
All shoes in stock. Popular price ‘sellers. 
Territory any part of United States. Refer- 
ence required. Address C-231, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


misses’. 








POSITION WANTED 





SITION wanted by a shoeman, fair sales- 

man, not a money-grabber. Single, middle 
aged. Am unemployed. Am a Catholic. . 
ing for congenial surroundings and a gentile 
employer. alary no object. J. C. Blanchet, 
Boise Hotel, Market St., Shreveport, La. 





POSITION WANTED— By live store man, 
marriéd, age 29. Last two years, manager, 
family shoe store (chain yng Pro- 
ductive record, backed by former employers. 
Will connect in any capacity with reliable 
concern. Address C-236, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 
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HELP WANTED 











WANTED— Lewis G. Freeman Block Planer. 
Truitt Brothers, Inc., Binghamton, N. Y. 


os 





FOR RENT 


Light, Commodious Office 
for One or Two Lines 


A modern office and salesroom, handily located in center of New York City 
shoe business. An unusual opportunity for one line or two competing lines. 


Assistant 
Purchasing Agent 


The Florsheim Shoe 
Company has a position 
open for an Assistant 
Purchasing Agent; must 
be under 30 years of age. 
State ex perience, age, aed hk 

whether or not married, GPACE for, shoe department for rent in South 


Jersey’s leading department store. 


references and approxi- cent location. Wonderful opportunity for live 


wire to do volume business. Low rental. In- 


mate salary. Address re- quire 'D. Garfield, Star Department Store, 
plies to: ridgeton, N. J. 


IRVING FLORSHEIM, WANTED TO PURCHASE Imported Cut Steel 


eare of The Florsheim Shoe Company, 
541 W. Adams Street, Chicago, Ill. Buckles 


Always IN-STOCK for Your 
Sell Us Your Left Over Immediate Needs 
Price $1.00 to $5.00 per pair, also ex- 


BUSINESS OPPORTUNITY New York Export Purcuasine Corp. elusive designs up to $20. 


Broadway, N. Y. Cit Sample assortment and rices gladl 
XPERIENCED a me man woe ie to a6 4 J “4 — on coquent. wanted 
t t ° 
pe an. office ee a. pan ag Or Entire Stock for Cash SPECIAL NUMBERS OFFERED FOR 
stock, if necessary, so as to solicit and fill SALES PURPOSES. 
oe, ae a a. on of refer- rly Shoe 
ences furnished. ress C-233, care Boot Wave Trimming Co., Inc. 
and Shoe Recorder, 207 South St., Boston, 151 ae Scat Sadie N.Y 


— CASH PAID 


for shoe stores or surplus stocks of 
shoes or for other merchandise. Leases 


FOR LEASE taken over. We will send a repre- 


sentative to investigate and make 


ILLING to lease fi f offer upon request. 
0 lease floor space for progressive - 
W shoe department in one of the leading Kalter Cerf. Mercantile Co., Inc. - SN AKES 


department stores of an Indiana city o1 591 Broadway, New York City 
100,000. Excellent location and a live, going Phone Canal 6940-6941-6942-6943 Genuine and Imitation 


department store. Address C-201, care Boot 

and Shoe Recorder, 207 South St., Boston, AT LIG ATORS 
HIGHEST CASH PRICES PAID 

for entire shoe stocks. We also buv 

your surplus or slow sellers. Quantities Exquisite Pastel Colors with 


FOR SALE no object. Retail or wholesale. Short Gold or Silver Veins 


wm — taken “. your none. 
re or phone us. orrespondence 
; j confidential. Established 1890. LEATHER DE LUXE Co. 
FOR SALE—Profitable shoe business in MAX GLAUBERG 

Toledo, Ohio, established four years. Do- 436 Grand Street, New York City 47 West 34th St., New York 
ing $45,000 annually. Rental $125.00 monthly. We also purchase clothing, hats, fur- ea GAR, . 


Will sacrifice. Inquire C-204, care Boot and ; . 
Shoe Recorder, 207 South St, Boston, Mass. pies geese, ote. 2 MA Nowelty Leathers” 


C227, Care Boot and Shoe Recorder 
39th Street, 9th Floor, New York, N. Y. 


i a a le kk Sk 0 a ek ek 2 Se dk 
So Be Bec D cB hh hhh he 
rrerFeeweTsSs see ee 
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MISCELLANEOUS 






















































































SHOE STORE—Thriving town of 10,000, 


central California. About $5,000 will 

handle. Fine location, cheap rent. Address ¢ ASH PAID 

C-228, care Boot and Shoe Recorder, 207 South 

St., Boston, Mass. for entire shoe stocks or surplus stocks 
of shoes or other Any 

FAMILY Shoe Store in Bergen County for quantity. Prompt attention given. WINDOW 


sale. Wonderful opportunity. Reasonable KIRSCH BL ACHER co. Inc 
. ’ DISPLAY 








rent. Address C-230, care Boot and Shoe 
Recorder, 9th Floor, 239 W. 39th St., New 622-624 Broadway, New York, N. 


York, N. Y. Phone Spring 1443 . FIXTURES 


Lv established shoe store, central New 
York. Low rent. Sole agencies of the 
best selling and most reliable lines for both Made by 


men and women. Will reduce stock to suit 

purchaser. Wonderful opportunity. Address MISCELLANEOUS 
Box C-235, care Boot and Shoe Recorder, 207 

South St., Boston, Mass. eg ons 
J 933 Arch St. 
LINE WANTED : Rot — PHILADELPHIA 






































WANTED—Snappy line of ladies’ medium oy 4 = Are Business Getters 


price Novelties for Virginia and North s 6 
Carolina to carry as side line. Would consider Ld . = - 
good line children’s shoes. Address C-234, Lew 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


Send for Catalog and Prices 




















1] SHOE CARTON 
abels 


We desiaqn an st 
of those used by the Shoe Trade 
, ; 


ATTRACTIVE 
SHOE CARTONS 


AND 


ae = 9 a 


for the exclusive shoe trade 


PRICE-SERVICE-OQUALITY 
THAT SATISFY 


———— 
+ oe 
PP 


263° 27's LEXINGTON AVE 


BROOKLYN AN.Y 
‘ GMEATISE SHOT CARL On MERS 


Mer mie 


Complete set of samples upon request, 
- without obligation. 


WOVEN 


SHOE 
FN =) 


The DISTINCTIVE and 
PERMANENT MARK 


| 39s Fe 4G OLED D 
WEAVING CO. 


33-39W 34TH ST. NYC. 
Phone WISCONSIN 8130 
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Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 


CIN CINNATS, O 





Tug Oscar Onnen Ca 
tiw. FOURTH $V. 


Milbradt 
Ladders 


S| made for 40 years 
by the original in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

4 Get our price before 
placing your order 


_ Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 




















Metal Shoe Fitting Stools 


and Floor 
Mirrors 





N 
wre tr THE CHICAGO 
end Pricee WIRE CHAIR CO, 


621 N. La Selle Street, Chicago, fil. 

















Use Recorder Service. 


There are 


many ways in which the Boot and 


Shoe Recorder can serve you. 
us your problems. 


Write 








Information for 


Shoe Merchants 


The advertising pages of 
the Boot and Shoe Recorder 
constitute an almost inexhaus- 
tible source of information as 
to where and what to buy. 
They are worthy of your clos- 
est attention. 











Come to the firm where the better carton labels are made. 
Write to the firm who have the artists that have originated 
and designed most of the famous labels in the country~ 


TOLMAN - DAVIDSON ADVERTISING PRESS Inc. 


NOT CONNECTED WITH ANY 


400 Warren Ave., Brockton, Mass. 


OTHER FIRM 
Boston Office and Show Rooms 176 Federal St. 
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port in their line many patterns of 
patent, trimmed in reptile, as well 
as allover reptile patterns. Tan 
calf oxfords trimmed in reptile as 
well are pronounced in the show- 
ing. It was stated that it was the 
most excellently styled line ever 
taken out by the salesmen. An 
unusual note mentioned was that 
men’s alligator oxfords were being 
well received and orders received 
were encouraging. 


BROCKTCN 








Busy Season Ahead 


TOCKTAKING having practical- 
ly been cleared up, most Brock- 
ton and South Shore manufacturers 
have squared away for what is ex- 
pected to be a quite busy fall and 
winter season. Shops turning out the 
so-called better grades of work are 
well on their way into new runs, in- 
cluding the two largest in the city, 
and those manufacturing the cheaper 
grades are showing good production. 
With the closing of the Boston 
style show, many buyers were en- 
tertained the latter part of the week 
in many factories here, and a good 
volume of fall business is reported. 
Adoption of the more pointed toe as 
leader of the men’s fall styles is well 
received here, since many of the 
featherweight shoes put out this 
summer were made up along such 
lines, although the low heel feature 
was retained. Manufacturers of 
women’s lines have been pleased to 
see that the idea of more blunt toes 
and higher heels for women, giving 
the effect of a smaller shoe, has been 
generally adopted for fall and win- 
ter exploitation. 

In the foreground of the earlier 
orders received here there is a no- 
ticeable tendency for blacks in calf 
and kids for women and dark tans 
for men, for early fall delivery. 


Walter Kuehneman Weds 


Walter A. Kuehneman, manager 
of the A. Kuehneman & Son Shoe 
Store at Racine, Wis., and son of A. 
Kuehneman, and Miss Mae Alice 
Spring, also of Racine, were mar- 
ried June 22, the ceremony being 
performed before members of the 
immediate families. The couple left 
on a 10 day motor trip to northern 
Wisconsin. 
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Union Clothing Company 
Features Foot-Joy 


ROCHESTER, N. Y. — The Union 
Clothing Co. is featuring Foot-Joy 
orthopedic shoes for men extensively 
in their advertising and are building 
up a real demand for this line 
through their unusual advertising 
appeal. 

At the start of their campaign, 
they ran teaser copy which read 
“You’ll Want It” but gave no indi- 
cation of what the advertisements 
referred to. This copy appeared 
on street cars, bill boards and news- 
papers for the first week. The 
second advertisements announced 
“You'll Want It—Foot-Joy,” and 
each advertisement has been 
worded to increase the public’s in- 
terest in this particular line of 
shoes. 

Extensive window displays have 
appeared during the campaign, and 
as a result the public has been edu- 
cated to the fact that ‘“Foot-Joy” 
shoes were sold atthe Union. 








From $15 to $4,000 a Week 


Howe, inventor of the sole 
sewing machine, got a job at 
$15 a week, sewing leather 
bags on his machine. He lost 
that job, and was as poor as a 
church mouse. Later, after 
his machine came into use, his 
receipts from royalties were 
at the rate of $4,000 a week. 
This is a legend of the Lynn 
trade, for which there is ex- 
cellent authority. However, it 
merely shows that an idea is 
of no value until after it is 
merchandised. 








Butler Opens Atlanta Store 


ATLANTA. — John Butler, who 
claims the distinction of being “The 
Bargain-Giving Shoe King of 
America,” opened a new retail shoe 
store in Atlanta recently in the 
downtown shopping district. One of 
the most extensive advertising cam- 
paigns in the history of the shoe busi- 
ness in Atlanta, so far as a new store 
is concerned, was conducted in the 
daily papers by this firm prior to 
the formal opening of the store. 
On opening day every visitor was 
given nice souvenirs in the form of 
candies, pérfumes, flowers, etc., 
while customers making purchases 
were given premiums ranging all 
the: way from cornfed hams to 


maple syrup. 


115 


Sears-Roebuck to Open 
Atlanta Store Soon 


ATLANTA.—The new retail store of 
the Sears-Roebuck Co. which has 
been under construction in Atlanta 
for some months, has been almost 
completed, and announcement has 
been made that the store will be 
ready to open on Aug. 1. Constructed 
at a cost of $3,000,000, to be used 
both as a retail department store and 
a branch for this district by the 
Sears-Roebuck Co., this is one of 
the finest and most modern depart- 
ment stores south of the Mason and 
Dixon line. C. M. Lafferty, who 
will be the manager of the store, 
arrived in Atlanta in June. 

Rapid progress is also being 
made on the new department store 
that is being constructed jointly in 
Atlanta in the downtown district 
by R. H. Macy & Co. of New York, 
and the Davison-Paxon-Stokes Co. 
of Atlanta, this store also repre- 
senting an investment of around 
$3,000,000. It will be the largest 
department store in the South 
when finished. 


Byck’s 41st Birthday 


ATLANTA. — Byck Brothers, 27 
Whitehall Street, one of the pioneer 
shoe stores in Atlanta, are comme- 
morating this month the firm’s forty- 
first anniversary. Headed by Werner 
S. Byck, the father of the South- 
eastern Shoe Retailers’ Association, 
this store has grown up with At- 
lanta and become one of its most 
successful retail shoe establish- 
ments. Mr. Byck is_ still the 
active head of the company, though 
he has been in failing health for 
some months past, being unable for 
that reason to take any active part 
in the recent annual convention in 
Atlanta of the above association. 
He was the primary organizer of 
this association at a meeting in 
Augusta, Ga., some years ago and 
served as its president for the first 
two years of its existence. 


New Company Organized 


The Horace Bigelow Shoe Manu- 
facturing Company of Denver has 
filed articles of incorporation. The 
company is capitalized with three- 
quarter million shares of stock with 
no par value and the incorporators 
are Horace Bigelow, V. K. Williams, 
J. 5. Williams and others. 
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Sn Overwhelming Tren a Jowards— 





Ready for immediate shipment—Send 
that order NOW 


The extravagant enthusiasm about these Two 
Rogers Brothers modes is no surprise at all—be- 
cause Rogers Brothers has shown merchants fit- 
ting and smartness standards typical of the finest 
shoe making—at prices that buy two cases of 
Rogers Brothers shoes for the price of one case of 
any other shoes of equal smartness. 


No. 6401—A new D’Orsay right in step with fashions swing 
back to the simple mode. 


Patent Leather of superior quality, medium 


toe, 18/8 spool heel. A to C widths. 
No. 6400 Black Satin of excellent grade, $3.60 


18/8 spool heel. A to C widths. 


No. 6404 Patent with Cuban heel. 
No. 6403 Satin with Cuban heel. } $3.90 


No. 6488—Graceful Patent strap of outstanding simplicity 
and beauty. Feature this style; it will sell itself at maxi- 


mum profit. 
Patent Leather, 18/8 spool heel. A to C 


widths. $3.7 5 


No. 6494, Black Satin, 18/8 spool heel. 


to C widths. 
No. 6489—Patent strap, Cuban heel. 
No. 6495—Satin strap, Cuban heel. ' $3.65 


59 Lincoln Street, Boston, Mass. <kE 


135 Bush Street, San Francisco 
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